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six Best Selling Werks -Ahead 


Stop Sacrifice and Slaughter Sales 


States Department of Agriculture is the weekly 

weather and crop bulletin issued every Wednes- 
day. Each State in the Union is represented by little 
three-line items summarizing the effect of weather upon 
crops, herds, agriculture, and even business. Anyone 
who studies these reports over a period of time gets a 
remarkable picture of the entire country’s business 
situation. 

You may not believe that weather is a most important 
factor in the sale of an article of apparel such as shoes, 
but the fact remains that weather and shoes have more 
in common than is the result of weather measured 
against any other apparel. Therefore, let us start with 
the premise, weather has been unfavorable for the sale 
of light and airy footwear in February, March, April 
and May. 

Business is a remarkable institution. It must move 
merchandise, if for no other reason than that circula- 
tion of money and goods is as vital to the business as 
the circulation of blood is to the human body. This cir- 
culation may not be at a profit, as is often true, but it 
is also true some forms of nourishment to the human 
body are of no value to its health. 

Every effort has been made by shoe merchants to 
move goods, and we have records of 
more tricks in advertising used in 


0 NE of the most valuable services of the United 


tomers all sold up. In many cases women attending 
these sales buy from two to six pairs, and with straps 
and pump patterns so thoroughly established, so that 
most any pattern or material is good, what can a mer- 
chant offer these people that is new? 

“The answer is that the customers have plenty of 
shoes and are not interested in buying any more. Not 
even the new styles appeal to them, because the new 
numbers are not much different from the old ones. 

“There is only one answer to this, and that is if they 
keep on ‘saleing,’ the public business will be rotten for 
the next four months. There is nothing wrong with 
business in general, but the manner in which shoe people 
have conducted their businesses for the last six months 
has resulted in the public being bought away ahead on 
shoes. I am naturally confining my remarks to women’s 
shoes, but I think that the shoe stores of this country 
are sales sick.” 

The RECORDER now calls a halt on sales, and advocates 
selling shoes at a profit in an orderly, business-like, 
merchandising way, so that the six weeks leading up to 
July fourth will compensate for the losses this spring. 

Another merchant writes us: “I know of but one 
business institution in our big city that went ahead in 
April. So far in May, sales have been off 10 per cent, 
and the only pick-up has been that 
of the last few days, when the 





the last four months than would nor- 
mally serve a full year’s quota of 
selling methods. We get a letter 
from one of the outstanding mer- 
chants of this country in answer to 
the question, “Why are the people in- 
different to shoes?” This merchant 
says: 

“I think I have that problem 
solved. The answer is that the shoe 
departments, and shoe stores as well, 
have been running sales, sales, sales, 
at very low prices ever since Janu- 
ary first, and they have their cus- 





weather started in warm and sun- 
shiny. Today was a good day in the 
stores, and I believe the right sort of 
May weather will bring an up- 
swing.” An editorial which will help 
many retail shoe merchants at this 
time is, “Do Not Sales, Sacrifice and 
Slaughter Seasonable Summer Shoes, 
but Give the People a Chance to Buy 
Shoes that Only Weather Has Pre- 
vented.” 
We are now going into the time of 
the year when the prettiest shoes are 
displayed to tickle the eye of the pub- 
[TURN TO PAGE 64, PLEASE] 














What the 


Will W ear in Sane 
J uly and August 


Suits:—Medium gray seems to be the 
big color for the coming months in most 
sections of the country, with stripes 
more popular this season than over- 
plaids. Tans and browns will be second 
choice. Blue coats will continue to be 
worn in some parts with light gray or 
cream colored flannels. Light weight 
fabrics lead naturally with the South 
showing lighter weights than ever. 


ys 
~~ 





FURNISHINGS:—Green will continue to 
be good throughout the summer and into 
the fall. Blue will be in the best de- 
mand, as usual. Red will probably cre- 
ate some demand in the Middle West 
and an effort will be made to push purple 
and helio in the East. Solid colors in 
both shirts and furnishings will make 
up a good part of the demand. White 
collar attached shirts will sell best. 
There will also be some call for striped 
fancies. 


> 
—> 





HosE:—There seems to be no distinct 
tendency in the way of hose. Lisle is 
selling better than it did a year ago, and 
yet fancy rayons and silks are still good, 
especially with the low priced trade: 
Plain colors and conservative mixtures 
with fancy clocks will be in good de- 
mand. 





> 
~~ 


HatTs:—Sailor straws and soft straw 
hats will both be in demand. An effort 
will be made to have solid colored bands 
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to know what policies he shall pursue in order year is the fact that, because of its construction, it 

that he will get more pairs of shoes sold right. necessitates simple lines, simple stitching, a light sole, 
He knows by past experience that selling one weight of a selection of a light upper material, and everything in 
shoes, and that in black, is liable to reduce the per proper summerweight balance. The sale of such a shoe 
capita consumption of shoes in his community to less in June, July and August, on the seasonable idea that 
than the national average, which last year was 235/100 it is for summer use, automatically retires that shoe in 
pairs of shoes per man in the United States. If the September or October, because the trend in regulation 
merchant can so stimulate the sale of an extra pair of footwear is toward heavier punchings, pinkings and 
shoes in the summer months of June, July and August perforations, which naturally means heavier weights 
to a goodly number of his customers, he can increase ~for fall. 
that quota in his community perceptibly. The brogue pattern, shield tips and fancy effects are 


ie HE merchant, to make a profit in business, wants The great feature of the summerweight shoe this 





Well Dressed Man 






on the hats blend in with the rest of the 
ensemble. 



























SWEATERS:—Golf sweaters and _ hose 
will match. Plain colors will create the 
greatest demand and will be in both 
plain and fancy weaves. The V-neck 
sweater will lead all others. Sweaters 
and hose may have fancy border trim- 
mings—diamond effects, etc. 





































KNICKERS:—Camel’s hair and other 
soft fabrics will be good. Nothing loud 
nor fancy. Soft mixtures in grays and 
tans will be worn—also subdued plaids. 
Caps will be sold to match knickers. 
Linens will probably be worn as the 
summer progresses, though little atten- 
tion will be given to them during the 
early months. 
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SHOES:—The light weight summer 
shoes have an increasing place because 
“dressing to weight” is on the increase. 
With lighter weights expect lighter col- 
ors in shoes. Summer tans are best in 
trim, airy men’s shoes built in light 
leathers. The ventilated shoe is on the 
increase in men’s footwear. To keep 
shoes in style with light trim suits se- 
lect models simple in line and pattern, 
stitching and pin hole perforation. 
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a fall proposition in footwear. They have no place in 
mid-summer shoe sales and should be held for fall sea- 
sonable sale. 

There really is a remarkable opportunity this year 
to sell some of these smooth, soft and airy shoes of 
summer that look so trim and neat, and that fit in per- 
fectly with cool summer-weight dress for men. Just 
as the American man has learned this year the harmony 
of wearing clothes in the same color blend, he will fall 
in line with your pointing out to him that a light-weight 
summer suit, a straw hat, light-weight socks and every- 
thing built for summer comfort necessitates summer- 
weight shoes. If he wears heavy weights it is the old 
story of the costume being in step with the season but 
the shoes being out of step. On this one basis alone 
stands the entire selling sense of summerweight foot- 
wear. 

The four shoes as selected were pictured to illustrate 
from a toe viewpoint how light these shoes can be made. 
These are actual photographs taken from a selection of 
typical shoes designed for summer selling. 

We want to go on record as predicting that, in sea- 
sons to come, the light-weight shoe for summer, or its 
equivalent, will become a staple style. The only hope in 
selling more shoes to men is in a marked differentiation 
between seasonal shoes for men. 

We have seen in this country the gradual growth of 
a habit of wearing heavy winter shoes into the summer 
months; reversed welt effects have been seen in July, 
thick heavy soles summer and winter—it’s all wrong! 

Strangely enough, the influence which is slowly but 
surely going to change the habits of men in this regard 
is coming from the clothing industry and the haber- 
dasher rather than from the shoe industry itself, lauda- 
ble and intelligent as have been the efforts of our in- 
dustry to correct the condition complained of. 

An examination of any clothing store, a visit to any 
summer resort, coast or country, even a week spent in 
any of the metropolitan centers of the country, will 
convince the most skeptical that men are becoming 
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These summerweight shoes 
have all the beauty of line 
and balance of light weight 
uppers and soles, on a shape- 
ly American, custom last, to 
harmonize with light weight 
garb of the _ well-dressed 
American man for June, July 
and August 


clothing wise. They don not only light-weight clothes 
with the warm weather, but clothes which LOOK their 
lightness, and that is where the beneficent influence en- 
ters the shoe industry. 

The shoes must contribute their part to the light- 
weight appearance of the style picture. 

To illustrate the point, we have had Allen Sinsheimer 
of the National Retail Clothier paint a picture of men 
as they will look this summer and early fall. Read it 
over carefully and note the fact that the heavy-weight 
shoe has no place in the picture, provided the man 
wishes to be shod in the same so-called tempo as he is 
clothed. 


HE shoe which is light in appearance certainly has 

an important part in this picture. And it may be 
noted in passing, also, that the best stylists of men’s 
shoes are now of the opinion that the light-weight shoe 
calls for more refinement of pattern, for less pinking, 
punching and perforating, and that it looks its best 
when made over custom, French, semi-custom and 
medium toes. It does not show up to its fullest advan- 
tage on lasts with the balloon type of toe. 

This year, as last, the New England Shoe and Leather 
Association did yeoman work in spreading summer- 
weight propaganda. Not only were manufacturers en- 
couraged to put some of these models in their line, but 
publicity material was broadcast all over the country 
and window cards, one of which is reproduced here, 
were sent to all who requested them, to be used in dis- 
plays of this type of footwear. 

The weather has not been any too good this spring 
and it is too early to determine just what their sale has 
been at retail. Nevertheless, it would be unwise to 
predict the ultimate failure of this type even if the re- 
turns do indicate a disappointing volume. 

Men’s awakening interest in correct dress will do the 
trick in time. It takes much longer to put over a cus- 
tom or style among men than it does among women— 
but once put over, it is much more apt to persist. 
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Soft Colors i Fabrics 
or Autumn 


Primary Tones of Blue, Red and Yellow will be used 
Slightly to Give Depth and Richness 


By EUGENE PEIRCE 
Boot and Shoe Recorder Color Expert 


ject pertaining to style in women’s dress and in 
the important field of dress accessories is to have 
a look ’round the world. 

Following a careful study of color trend on three 
continents as indicated by competent colorists, dyers 
of expensive fabrics, color cards issued by syndicates 
of foreign dyers and, more especially, collections of 
foreign woolens, velvets, silks and synthetics prepared 
by leaders in the special divisions of the textile indus- 
tries, the BooT AND SHOE RECORDER has selected the 
seven best colors presented by the world’s best authori- 
ties now indicated for day wear, together with an equal 
number for evening wear. They are presented in chart 
form on the opposite page. 

Before discussing the colors in detail it may be said 
that off shades of white are still highly regarded. 
Ground for this belief is seen in the action of dyers in 
Lyons, the chief dyeing center of France, who still 
feature six shades of a given accepted color. 

Cypress green, one of the RECORDER’S chosen fall 
and winter colors, is one example. Cypress green is a 
blue green, and the highest tints are just off white. 
Hence they are evening colors. The central tone in 
the downward shades, developed principally by the in- 
troduction of black, are appropriate for afternoon, 
while the deepest shade is good form for street and 
town wear. 

The foregoing example may be applied to a majority 
of the subjoined colors selected—that is to say, off tints 
of white for evening, central tones for afternoon, and 
the deep shades for day wear, principally. This state- 
ment applies to fabrics. 

Broadly stated, while colors are still rather soft, the 
three primaries—blue, red and yellow—will be drawn 
upon to impart slightly more depth and richness. In 
the three primaries, blues will lead, followed by reds 
and a little yellow, but only a sufficient quantity to tone 
up the pastels of recent seasons. 

Thus blue heralds the approach of slightly brighter 
blue and greens having a bluish cast. 

Red, the second primary, freshens orchids into wild 
orchids and cyclamen pinks, each of which step out of 
pure pastels into the richer field of reddish purples, 
which, we think, will comprise the main movement in 
the purple series. 

Yellow, the third primary, is relatively of less im- 
portance. Nevertheless, it peps up the new beiges, 
brings back a yellow cast to novelty browns, and is 
making a strong attempt to bring yellow greens in 


» a HE best way to get a close-up view of any sub- 


—— 


variety into favor, but with little success. This article 
is not a disquisition on colors, but is a selection of indi- 
cated winners. 

To visualize the blues which are to sell freely, select 
royal, which is a bit brighter than the gray blues of 
former seasons. Then add “bluebird,” a bit deeper and 
taken from the plumage of birds, which is generally 
bright. Then add a deeper tone of blue in the same 
series; and top off with sapphire, one of the most beau- 
tiful of all blues in precious stones. Also rely ona 
light navy having a faint suggestion of the more lus- 
trous blues. We omit the purple blues and pass the 
green blues for free selling. 

Similarly, to visualize the reds start with a medium 
scarlet and deepen into three darker tones a fraction 
lighter than burgundy. Any dark purple red will sell 
out at a profit, since beautiful dark reds are going over 
strong in velvets, which will help to popularize refined 
reds generally. 

To sell out clean in purples, choose cyclamen (a purple 
pink) in a medium shade. Add wild orchid and possi- 
bly include “thistle,” a light reddish purple. Dark 
purples have no place in this forecast of successful 
colors. 

The BooT AND SHOE RECORDER offers two new names 
to the nomenclature of colors. 

“Matinee beige,” in its present form, will be a winner 
in coatings and will have a place in dress fabrics with 
the masses because it is youthful in tone and may be 
worn by many. This year the yellow beige is to be one 
of the “high hatters” in the beige series. 

The other RECORDER offering is “Dress Circle Tan,” 
since it may be worn at the theater, bridge, club meets 
or less pretentious gatherings, and looks full of promise 
for free selling. Pale fawns are in the tan family. 
Beiges and tans are not new, but they are safe. 

Plain brown heads the list for day colors. Chocolate 
brown is one familiar example. The French call brown 
“Pain Brule” (burnt bread), while the lighter shades 
have the familiar sobriquet of toast. One may look 
confidently for pure browns in all fabrics, silks, ve!vets 
and woolens, especially for day wear. 

Honey browns may be included in the novelty browns, 
but reddish browns are not to be included in th« free 
sellers, 

Turquoise, a greenish blue, has been a world fa’ 
for centuries. It occupies a middle ground be‘ ween 
pale and vivid shades and is now highly regarded by 
forward looking colorists everywhere, especially «s 4 
novelty for evening wear, but only as a novelty, since 

[TURN TO PAGE 68, PLFASE} 
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(GUIDE fo Color Selections 


The appropriate shoe colors to harmonize or contrast correctly 
with dress colors 
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2" Official Colors for Fall and Winter 1928 
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ily. MODE BEIGE GREGE 
MOCHA BISQUE MARRON GLACE 


— SPANISH BROWN TROTTEUR TAN 
JAVA BROWN GUN METAL 
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Selections of these colors were made after a most careful study of the indicated 


trend in evening costumes, dresses for day wear and garments for sports wear. 
The names of the colors are in accordance with the standards established by The 


Textile Color Card Association of the United States, Inc. 
For the purpose of standardization, these names should be used in designating 
the colors of upper stock. 
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Weather-Minded Public 


HE modern merchant is forced to study other 

factors than buying and banking, stocking and 
selling. He must become weather-wise; he must 
become a student of human behavior; he must un- 
derstand why things are done in advance of their 
happening. 

Let us first put a question—Is the American pub- 
lic more weather minded than ever before? It 
would seem so, for automobiling is the first thought 
of a nation. Outdoor activity at this time of the 
year is the second thought of a nation. The amuse- 
ment for the evening—dance, music or bridge— 
has a place in the thoughts of a nation. Indirectly 
all of these things are influenced by weather. 

Certainly merchandise has never before been in- 
fluenced more by weather than it has this year. 
The temper of a day’s sales is reflected in the 
weather report. 

The merchant who is weather-wise, or who can 
change his windows rapidly, or who has a mov- 
able floor which drops to the basement as in the 
great new shoe store on Fifth Avenue, is ready 
at a minute’s notice to make his window in har- 
mony with weather. In time we will see that pas- 
senger aviation is completely weather influenced. 

Until this year there has been practically no 
thought given to garments for wet-weather wear, 
but with the development of the smart aviation 
coat for women, together with its rain-proof hel- 
met, there is coming a fashion movement that will 
make fashionable dress possible on a rainy day. 
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But, happily, if averages are studied, we are in 
for warmer and better weather from now on—it 
would be folly to continue special sales—the time 
has come to brighten up stores and methods of 
merchandising new shoes at a real profit. 


Men Will Pay More 


(0) HEN a man pays $140 for a suit, $6 for a 

necktie, $10 for a hat and the rest of his 
clothes in similar style range, what folly to show 
him shoes that are $6 number. 

We learn best from personal experience. When 
one prominent shoe man found that it was neces- 
sary for him to grade up sartorially with his new 
and beautiful store he was amazed at the prices 
asked for men’s smart wearing apparel. He 
thought it all over and a bright light suddenly 
flashed through his mind, and the result was a line 
of shoes to retail at $25 to fit into his own scheme 
of dress as well as the new field of effort. 

This experiment in a study of the appropriate- 
ness of clothes and footwear (not only in mate- 
rials and colors, but in price) is now being appre- 
ciated by many merchants throughout the coun- 
try. In the next few years we will see many shoes 
sold to men at $25 a pair, because the banker and 
stock broker will be shown the logic of a well-bal- 
anced attire. That day will come all the sooner 
when shoe men themselves, by their own expe- 
riences, realize the true costs of smart apparel. 


Double Season Selling 


HE shoe trade is now stepping into its sec- 

ond season of spring, for, after experiencing 
an early spring, it now is ready to enjoy a late 
spring. 

This jump in selling is one of the peculiar tricks 
of shoe selling. A woman will buy a new garment, 
and the man a suit in the early spring, and that 
major expense carries through for six months. 
Meanwhile, another pair of shoes is needed to go 
with that costume, and that has developed double 
season selling. As J. T. Pedigo said last January, 
“Seasons are early Spring and late, early Fall and 
late.” 

There is no such thing as summer and winter 
in the life of style footwear. The differences made 
are so slight in the weights of shoes, and so impor- 
tant in the colors and trims, that the average store 
finds its public call as Mr. Pedigo has stated. 

The sharpshooter of style, however, has found 
that jazz and fashion in footwear develops ten 
short seasons in the year, each about five weeks in 
length, necessitating machine gun rapidity of style 
development. 

No one description completely covers the meth- 


‘ods of merchandising in the shoe industry. There 


is so much difference between the steady and “in 
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season” buying of shoes by the settled-minded pub- 
lic, and the red-hot sale of shoes in wilder patterns 
and colors to the very alive and alert young people 
of the country, that there would almost seem to be 
two distinctly different businesses. Few stores can 
handle both sides properly. 

Therefore, we are finding stores taking on dis- 
tinct characteristics of service—one store classic 
style, another red-hot style—and it has taken five 
years of study, trial and error to bring it about— 
the line of effort is becoming definite. 


Study New Uses 


TUDY the habits of human beings, think in 
terms of the consumer, find out the capacities 
of your community for accepting footwear. Do 
you realize that 32,000,000 people in the United 
States have a high school training, or better, and 
that this immense slice of the American public 
purchases 75 per cent of the commodities in use? 
When_you know these facts you know that sales- 
manship at retail is on a new angle. Shoes are not 
bought for utility alone, but for various ideas of 
adornment. The Deauville sandal, and its type, 
swings into the picture of summer footwear and 
its sale produces an interesting action. Many of 
these shoes are used in house wear. Once woman’s 
afternoon shoes that were no longer suitable for 
outdoor wear became automatically used for house 
wear. Now they are in the closet. The summer 
type of shoe has taken its place for many uses. 

There are any number of new things developing 
in shoe-ware. The mule was once only an actress’s 
delight—that’s stretching it a little, but it explains 
alimited market. Today mules are nationally sold, 
and not for winter wear 
alone, but for the use of 
girls in schools and for 
women folk who travel, 
as well as for boudoir 
wear. 

The idea of special 
shoes for travel opens 
up an entire new possi- 
bility for the sale of 
shoes. One merchant 
has a travel trunk 
equipped with all of 
the shoes that might be 
needed on a trip—be it 
abroad or for motoring. 
Hiking boots are still 
of interest in the moun- 
tain States and for 
camping out, Merchan- 
dising is changing, be- 
cause the habits of peo- 
ple are changing. The 


and selling shoes. 


- 


come, 


ces see 
The ‘Reason Why 


CHARLES H. DIA 
Meyersdale, Pa. 


Herewith check for renewal—a reader of the 
RECORDER for 32,years and still “‘on the job” reading, 


(Signed) 


This letter is short, sweet, and right to the point. 
We thank Mr. Dia—and hope he will be an 
enthusiastic RecorpER reader for many years to 


Sour. 6 THE 
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merchant who can study those habits and apply 
them with timeliness profits most. 


Time Changes Shoe Habits 


TRAW hats met with a very disappointing re- 
ception when they were first introduced to 
the American market and it was a long time be- 
fore they became the almost universal summer 
headgear of the American man. But now look at 
the darn things, as the comedian said: “Breathes 
there a man with soul so dead who never to him- 
self has said: 

“T gotta get me a straw hat.” 

The same, we believe, will be the experience of 
the summerweight shoe for men. It will take time, 
it will take patience, it will take nerve, but it will 
come. 

Working for the shoeman, in this case, are all 
the influences of the clothing trade, the ready-to- 
wear industry, the haberdasher, the hatter, even 
the glove maker and the man who turns out light- 
weight bamboo canes for summer togs. All have 
conspired to force light weightness on the man and 
shoes will follow the same trail. Don’t let the only 
article of wearing apparel out of step, with this 
seasonal trend, be shoes. 


A “Shoe” a Month 


E success of the book of the selling cam- 

paign “A Book a Month” has been tremendous. 

A group of judges select one outstanding book 

every month and automatically 40,000 readers get 

this hand-picked piece of literature. As a selling 

proposition it has become one of the revolutionary 
helps to the book trade. 

Who will bring for- 
ward some emancipa- 
tion of the public mind 
from the idea that shoes 
should be bought only 
when the last pair has 
completed its useful- 
ness. Is it possible, for 
example, in the men’s 
shoe trade, to say to 
customer, “Now that I 
CHARLES H. DIA. have your size and 
« width and the exact fit- 
ting, would you like me 
to send you a pair of 
sport shoes on the first 
of June, and then once 
every two months to 
send you a seasonable 
shoe that has some dis- 
tinctive style feature to 
it that we think will be 
acceptable to you?” 


President 





















N spite of the effort which retail shoe merchants 
I make to fit each customer accurately, size remains 
the most important reason for which shoes are re- 
turned to the store by customers, according to a survey 
which H. D. Comer, of the Bureau of Business Re- 


search of the Ohio 
State University, has 
recently completed. 
Over 41 per cent of 
the sales of shoes 
were returned be- 
cause of wrong size. 

The importance of 
size is greater in 
shoes than in all but 
one of the merchan- 
dise groups — men’s 
and boys’ ready-to- 
wear. The difficulty 
of obtaining correct 
sizes for boys’ cloth- 
ing and furnishings 
accounts for most of 
the returns in the 
latter group. Paren- 
thetically, it may be 
said that the data 
upon which these 
statements are based 
were obtained from 
statements made by 
customers themselves 
when they returned 
the merchandise, and 
not from an assumed 
reason stated by the 
store. 

There are three 
kinds of size reasons 
—“wrong size asked 
for by customer,” 
“wrong size sold,” 
and “wrong size 
marked.” A study of 
Chart A, in which 
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By L. H. GRINSTEAD 


Bureau of Business Research, Ohio State University 
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ditions. 


the percentages of shoes returned for each of these 
reasons are given, brings to light some interesting con- 


The customer asked for the wrong size in 33.2 per 
cent of the cases in which shoes were returned. In 
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this case, he is clear- 
ly to blame for the 
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Boys’ and Children’s Shoes 


The wrong size is asked for much more frequently in 
buying boys’ shoes than other kinds of shoes, 47.3 per 
cent of the returns being due to this reason. The 
primary importance of size in boys’ shoes is seen in 
the fact that size reasons account for 54.5 per cent of 
the returns, as compared with 41 per cent for shoes as 
awhole. This indicates that customers find great diffi- 
culty in buying the correct sizes of shoes for growing 
boys. In buying any article to be worn, it is clear that 
ihe article should be subjected to the try-on test before 
taking it from the store, where such a procedure is 
practicable. In the end, the customer will be better 
satisfied and the store will be saved much needless ex- 
pense. However, boys’ shoes are less often returned 
because the wrong size was sold than other kinds of 
shoes. 

Children’s shoes are returned for practically the same 
reasons as boys’ shoes, except that the situation is less 
aggravated. Color did not account for a single return 
of children’s shoes. 


Men’s Shoes 


The average retail value per return of men’s shoes 
was $7.71. The leading reason for return was “wrong 
size asked for,” with approximately 20 per cent of the 
returns. This is considerably under the equivalent fig- 
ures in boys’ and children’s shoes. In fact, all “size” 
reasons are only about half as important as they are 
in the former groups. 

An unusually high percentage of men’s shoes were 
returned because of merchandise imperfections, the fig- 
ure being 6.8 per cent. The reason for this condition 
does not appear, and there seems to be little justifica- 
tim for such a situation. One of the duties of the 
store is to supply acceptably perfect merchandise, just 
a it is one of the duties of manufacturers to make ac- 
teptably perfect products. 

“Customer change of mind” was less than two-thirds 
4 important in men’s shoes as in women’s shoes. 


Women’s Shoes 


By far the largest volume and highest value of re- 
tus in the shoe group was in women’s shoes. The 
total retail volume of shoes returned in this group was 


BOOT AND SHOE RECORDER 


$20,832.66, and the average value per return was $9. 

“Customer’s change of mind” accounted for 27 per 
cent of the returns of women’s shoes, and was the lead- 
ing reason for returning them. The wrong size was 
asked for in but 22 per cent of the returns, showing 
that women evidently know the size of shoes they can 
wear better than other kinds of buyers. 

“Approval” was the third reason for returning 
women’s shoes, the percentage being about the same as 
the equivalent figure in men’s shoes. 

“Merchandise imperfections” were 4 per cent of the 
returns, as compared with 7 per cent for men’s shoes 
and 7.5 per cent for sport shoes. 


Average and Total Values of Shoe Returns 


Twenty-seven Ohio department stores furnished the 
data for this study. In these stores, 71,082 returns in 
all kinds of merchandise were made in the two months 
studied, and of this number 4920 returns were shoes. 
The value of these returns was $30,906.75, as compared 
with $493,635.20 for all merchandise. Shoe returns 
therefore comprise 6.9 per cent of the total returns in 
number, and 6.3 per cent of the total value of all shoes. 
The situation is presented in detail in Table B below: 


TABLE B—VALUES OF RETURNS OF SHOES 
Total and Average Values by Items In Order of Average Value 


Total Value 


Average Value 


$9.00 
7.71 
3.85 
3.78 
3.58 
3.41 


$20,832.66 
1,387.24 
4,232.43 
207.72 
1,755.43 
2,126.91 
179.05 3.14 
30,906.75 6.28 


Women’s shoes 

BE CED Scccccvcsess 
Miscellaneous shoes....... 
Boys’ shoes 

Slippers 

Children’s shoes 

Sport shoes 

BP ccereee ce deedens 





The average value of each pair of shoes returned dur- 
ing the period was $6.28. This is probably higher than 
the amount of the average sale. Further, a study of 
the reasons for return and the average values per return 
for the various lines of shoes shows that the higher- 
priced shoes are being returned to a greater extent than 
lower-priced shoes. In the better shoes, authentic style 
and excellent workmanship and materials are combined, 


[TURN TO PAGE 63, PLEASE] 
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A Letter of Thanks Brings 
Them Back 


REENVILLE, S. C.—Letters of 

thanks, showing the firm’s ap- 
preciation of a customer’s purchase, 
seem to be gaining in favor, so we 
will show how W. E. Phelps of the 
Piedmont Shoe Co. does it. This 
store carries several advertised 
brands of shoes, so three days after 
a customer buys a pair of shoes he 
receives a card, mailed under a two- 
cent stamp, which says: 

“Dear Mr. Jones—How do you like 
them? This is our word of apprecia- 
tion and thanks for your recent pur- 
chase of shoes. We and the shoes are 
now debtors to you until you are per- 
fectly satisfied. A complete record of 
the style and size you wear is now on 
our files, and if more convenient you 
may order by phone or mail. After a 
customer leaves this store, he is not 
forgotten. Rather, we want you and 
your friends to take real pleasure in 
trading here, and receiving the shoe 
service and convenience this establish- 
ment cordially extends. Yours with 
best wishes.” 


The letters are signed by W. E. 
Phelps, president. 

These cards are printed in two 
colors on a good quality of stock, 
and are 4 by 5 inches in size. The 
customer’s name is filled in by hand 
and the envelopes are hand addressed 
as well. 

Another story dovetails in with 
this one. The Piedmont Shoe Co. is 
a family shoe store, catering to both 
the popular priced and good trade. 
It also has a fair repair department. 
The good trade and the cheap trade 
do not mix in Greenville, any more 
than they do anywhere else, so the 
cellar became a joint repair shop and 








successful bargain basement, as has 
happened in many other towns. Bar- 
gain basement buyers are not, as a 
rule, good patrons of first class re- 
pair shops, as are the wearers of the 
better shoes. Therefore the problem 
was to get the better class of folks 





Fake Subscription 
Agents At Work 
A gain 


LL agents authorized to 

sell subscriptions to the 
BOOT AND SHOE RECORDER carry 
with them a letter on the letter- 
head of the Boot AND SHOE 
RECORDER, dated and signed by 
P. M. Fahrendorf, Manager of 
our Circulation Department. It 
is safe to pay money for new 
subscriptions or renewals to 
any agent who can produce 
these credentials. It is also 
safe to pay money to our field 
editor, Harry R. Terhune, 
whose photograph appears at 
the top of this page. 

It is decidedly unsafe to pay 
money to anyone else. 

Several times recently we 
have been told by merchants 
that they have paid money for 
subscriptions and then have 
never received the BooT AND 
SHOE RECORDER. If you have 
been the victim of any such 
fake agents, write to the Cir- 
culation Department of this 
paper, giving all the details, 
and the matter will be adjusted 
to your entire satisfaction. 
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Another Prize Contest _ 
LANTA, GA.—Edison Bros. has b 

Co., which operates Chandler turn, 
Boot Shops in this city, New Or the v 
leans, Birmingham, Memphis, Nash- long | 
ville, Cincinnati, Kansas City, Louis- the w 
ville and Houston, recently put ona Pat 
prize contest for its retail salesmen, heard 
$25 going to the man who sold the and-s« 
most shoes during Easter week. It As 4) 
was won by Ernest Calcagno of the correc 
New Orleans shop, managed by tising 
Frank Ricca. Mr. Calcagno fitted 221 pieces 
pairs of shoes. are th 
It is important to note that the tomer. 
salesmen for this company are n0 buildi 









allowed to serve more than one Cus 
tomer at a time. Individual service 
must be given until the package } 
wrapped and the customer is on her 
way out of the store. Mr. Calcagn 
says that if the custom of serving 
two or more customers at once had 
prevailed in his store, as it does 1 
many, he would have doubled his 
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record. The race was very close and 
the volume rolled up by all the stores 
was tremendous. r 


Sell ’Em Their Next 
Pair Now 


HARLOTTE, N. C.—Following 

the practice of the movies in 
selling their next week’s show to 
their audience while said audience is 
still in the house, R. T. Estridge 
sells his customers the idea for their 
next pair of shoes while they are 
puying their present pair. Most 
shoemen figure that they have done 
a day’s work when they have di- 
rected the selling of the present mo- 
ment, without trying to gum up the 
works by mixing in with futures. 

To understand his surroundings, 
let’s just state that Mr. Estridge is 
in charge of the I. Miller shoe de- 
partment of the big Efird Depart- 
ment Store. He figured out that if 
the movies could sell the next show, 
he could train his organization so 
that they would sufficiently interest 
their patrons in buying their next 
pair of shoes from Efird’s. Not in 
actually taking the money or show- 
ing the styles, but telling in a subtle, 
intriguing way what is being made 
and why it should interest the cus- 
tomer. All this requires salesman- 
ship of the highest type, for if the 
picture is painted too alluringly it 
will cause, “Why should I buy now; 
won’t it be better to wait?” to come 
to mind. 

By insisting that the shoes on the 
shelves be sold, not those coming, the 
salespeople will understand what is 
required. A full month before white 
shoes are scheduled to sell, the sales- 
force is carefully coached in what 
has been bought and why. They, in 
turn, are in a good position to sell 
the white shoe idea to their trade 
long before the shoes are shown in 
the windows. 

Patrons of the store are often 
heard to say, “Efird says that so- 
and-so will be good this summer.” 
As this information is invariably 
correct, this word of mouth adver- 
tising beats newspaper copy all to 
pieces, believes Mr. Estridge. These 
are the folks that bring in more cus- 
tomers, and so are a real asset in 
building up a good trade. 


* #* 


Sizes versus Styles 


IRMINGHAM, ALA.—“Shoes 
cost money to buy,” commented 
J. B. Toranto, of the Vanity Boot 
Shop. “Therefore, I, for one, do not 
believe in buying a few pairs just to 


sweeten up the windows. If I buy 
36 pairs and have six pairs left over, 
money has been lost on the transac- 
tion, as we sell shoes close. Instead 
of buying several small lots from 12 
to 36 pairs each, and being unable to 
fit a woman in any of them, I have 
found it more profitable to buy one 
good live number right. By prop- 
erly advertising, showing and push- 
ing that one line, it will make money 
for the house.” 

Mr. Toranto operates women’s $6 
to $8 style shoe stores on a volume 
basis, so his problem may be some- 
what different from other types of 
stores. 





Was He Right? 


T was Dollar Day in a big 

shoe store in a big town. 
The upper bargain floor was 
packed. A man waiting on a 
couple of women customers was 
heard to say: 

“I have shown you every- 
thing we have and am sorry we 
can’t suit you. New patent 
shoes at $3.85 that sold last 
week at $9.00 you wouldn’t take 
as a gift. Everything that I 
have shown you in the past 
twenty minutes you have re- 
jected, so my patience is ex- 
hausted.” 

Up flared the lady. “I was 
never talked to like this be- 
fore,” she said, “and I am go- 
ing to report you.” 

“Perhaps that is just the rea- 
son why you are so extremely 
fussy. No shoeman had the 
nerve to tell you the truth,” 
was the comeback. “My name 
is Brannock and please get it 
right when you report me.” 

N. B.—The salesman was 
the boss. 











Making a Trademark Give 
Yeoman Service 


IGH POINT, N. C.—“Expert 

Shoe Fitters—a Fit for Every 
Foot.” This is the slogan of the 
Quality Shoe Store. A drawing of 
a woman being served in a shoe 
store, which is labeled “Beautiful 
Shoes,” is used as a trademark. All 
the publicity material of this estab- 
lishment bears both of these identi- 
fying features. They are on the 
awnings, windows, stationery, the 
carton labels, wrapping paper, news- 
paper advertising, in fact they are 
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everywhere where the eye can read. 
It was J. L. Chernault who conceived 
this unique way of impressing his 
store’s individuality on the public. 
Furthermore, he has conscientiously 
lived up to his slogan. His town is 
the furniture center of the South. 
As a result, representative men the 
country over are visitors, many of 
whom are attracted by the appear- 
ance of his store and stray in to buy 
shoes. 

“Once a customer—always a cus- 
tomer,” is a private slogan, for good 
fitting and good shoes always make 
a transient feel friendly toward the 
store. But it is the follow-up letters 
that bring his trade back again and 
again. A most complete record sys- 
tem gives all the details so essential 
for a good repeat business. 

A few random notes picked up 
while chatting with Mr. Chernault: 

“I believe in putting the price on 
every shoe advertised, whether it be 
$10 or $30. If a person is attracted 
by a $22.50 shoe and is limited to 
spending $7.50, it wastes both her 
time and mine to have her consider 
the $22.50 article. 

“We give no discounts, not even 
to my own brothers and sisters, or to 
preachers, merchants nor to any- 
one. This store is operated like a 
bank. If we don’t net a fair return 
on a person’s trade, we can’t afford 
to serve them. 

“T have seen shoemen buying shoes 
in driblets, twelve pairs of this, 
eighteen pairs of that, and possibly 
twenty-four pairs of something else. 
When they have spent their money, 
what have they? Not a fitting in the 
lot after a few pairs have been sold. 
While I buy many high style, high 
grade shoes for a comparatively 
small city, I never buy a shoe unless 
I feel sure I can sell at least forty- 
eight pairs of them.” 


* * ~ 


Building Call Trade 


INSTON-SALEM, N. C.—A 

card that C. R. Simmons has 
found to please many of his men 
customers reads: 

“I hope that you have found my 
service satisfactory. I would appre- 
ciate the privilege of waiting on you 
in the future. (Name of salesman.) 
Simmons Shoe Store.” 

This is signed and given to the 
man when the sale is completed. On 
the reverse side of the card is a 
record of the sale, which helps the 
man when he desires to duplicate the 
purchase. 

















Highly Modernistic Effect Achieved by Birmingham, Ala. Store— 
New Type Fixture Permits of Shoes Being Placed 
in Queer But Attractive Positions. 


HE first of the 
moder nistic 
windows to in- 

vade the city of Bir- 

mingham, Ala., was 

introduced by L. R. 

Ashby, manager of 

the Walk Over store 

of that city. 

An entirely new de- 
velopment in the de- 
sign of fixtures em- 
ploying massed cubes 
made an_ attractive 
window with an un- 
usual appeal. 

Aside from the ef- 
fectiveness of the fix- 
ture as a means of 
beautifying the win- 
dow, it makes one of 
the most practical 
fixtures for the pur- 
pose of displaying 
shoes in a new 
manner. The photo- 
graph shown __illus- 
trates only one of the 
fixtures but is typical 
of the general display 
scheme employed. 


the practical side of 
this artistic development in modernistic fixtures. 

The fixtures are cast in plaster and the cost for pro- 
ducing them is not exorbitant. 

Mr. Ashby said he intended to use these windows and 
fixtures for a month and, by merely changing the color 
scheme of the fixtures and background, to develop an 
entirely new appearance. 

The window arrangement, because of its uniqueness, 
was made the principal element in the rotogravure ad- 
vertisement which linked the window with the ad. 


Mr. Ashby discovered women particularly being at-- 


tracted to the windows and observed new customers 


Twisted Ciabes = Window 


Whether you believe it or not, Dame Nature is responsible for After six o'clock 
the effect shown here. It is almost an exact replica of a mass of the tan shoe ar 
quartz crystals, which are nearly always found in curiously nouncement was re 

An opportunity for ™assed cubes, jammed together apparently hit or miss, and yet moved from the win- 
displaying footwear at very effectively insofar as appearance is concerned. This fixture down and replaced by 
various angles adds to was cast in plaster and colored the black shoe display. 
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Direct results have 
been received from this little idea which can be adopted 
by any merchant at a very small cost. 

The display is made so that it is easily read and does 
not obstruct the view of the footwear displayed. It is 
high and stands above the footwear in the background 
of the window. 

Increased sales in black shoes particularly have bee? 
observed since the idea has been in use. 

Believing that cleanliness is a store’s best advertise 
ment, the lobby entrance, which is of red tile, receives 
a bath twice a day together with the marble ase of 
the windows. 
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Why Shoes Come Back 


[CONTINUED FROM PAGE 59] 






hence the store’s prestige rests mainly upon them. Un- 
fortunately, these shoes are harder to sell than lower- 
priced shoes, and when they are returned after being 
held for several days, the style may be waning, so that 
they can be sold only by taking a large markdown. 
These factors make the high average value of shoe re- 
turns, and particularly of returns of women’s shoes, 
unusually significant. 











Responsibility for Returns 





The importance of the practice of returning purchases 
brings up the question of responsibility. Is the dealer 
or the customer mainly at fault? 

While no exact allocation of responsibility can be 
made in cases of this kind, the reasons given in Chart 
A were so handled in making the study that a reason- 
ably accurate approximation of responsibility can be 
made. Table C shows total dealer and customer re- 
sponsibility and unallocable responsibility by lines of 
merchandise: 















TABLE C—RESPONSIBILITY FOR RETURNS 
(Percentage of Total Returns) 








-~———Responsibility_—_, 











Not 
Merchandise Group Customer Dealer Allocable 

Men’s and boys’ ready-to-wear...... 61.12 25.13 13.75 
PE canccanietcccsaseneee 60.62 23.49 15.89 
Women’s ready-to-wear accessories. 59.46 28.89 11.65 
DD <sstadeed ces 0 case seR eek ses 55.67 29.44 14.89 
Women’s and misses’ ready-to-wear. 55.57 29.18 15.25 
Home furnishings ............-+.+.- 54.59 30.37 15.04 
ET Tey Te Te 52.86 32.47 14.67 
Pr BOGE sadexcvcsscccsseccesonss 47.29 39.02 13.69 
Ee TROTED bcccicccccveecenecs 57.03 29.59 13.38 








Both dealer and customer responsibilities for return- 
ing shoes are smaller than the all-merchandise percent- 
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ages. The unallocable percentages is correspondingly 
higher. When studying this table it must be remem- 
bered that no sharp line of distinction regarding re- 
sponsibility can be drawn between customer and dealer. 
The qualitative accuracy of the tabulation is probably 
high, however, where the percentages are large. 

It is evident from this study that the merchandise is 
rarely to blame for returns, since fewer shoes are re- 
turned because of imperfections than any type of 
merchandise. This indicates care on the part of the 
manufacturer. Greater attention to size is the out- 


standing requirement for dealers and customers to 
observe if returns are to be cut down. 






Soft Colors in Fabrics 
for Autumn 


[CONTINUED FROM PAGE 54] 


it typifies the tendency toward more life for dressy 
occasions. 

Not to be too conservative and narrow, it may be said 
that the girlish debutante may be permitted to have 
one ball dress of peppermint green. 

Grege is a neutral gray slightly beiged. This has 
been selected as a compromise for grays in variety. 
This for the reason that retail shoe merchants were 
disappointed in their efforts to match all of the grays 
offered in fabrics by having an assortment of gray 
leathers, few of which were accepted. 

No article on colors would be complete without the 
statement that white and black in combination and 
black as a solid are as strongly positioned as ever. At 
a recent dinner given in Paris attended principally by 
the nobility, five of the titled women were attired in 
black. The hosiery worn with black costumes was 


either black, gray, or pale lavender. 
Thus, looking around the world, the colors are seen 
to be still soft and unobtrusive, with off shades of white 


and black highly regarded. 








The Trend of Hide Prices 









































Packers Packers Packers Packer and 
Week Heavy Branded | Heavy Texas Country 
Ending Native Steers Cows Steers Calf Shins 
March 10......... 23 21 22% 21 -29 
March 17......... 23 21 22% 23 -30 
March 24......... 24 225 28% 24 -30% 
Meee. ....... 25 24 24% 25 -30 
Aa Wi... .... 25 24 24% -30 
April 14 ........ 26 24 25 301% 
April 21.......... 26 24Y, 25% -301% 
April 28 ......... 254 24Yy 25 30 -84 
Meg... 25 233, 24Yy 28 -88 
May 12.......... 2545 24 24% 27 -82 
One year ago..... 16 15 16 1744-20% 
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six Best Selling Werks -Ahead 


[CONTINUED FROM PAGE 51] 


lic. June shoes are the most beautiful shoes of the year. 
They deserve a profit. 

Now is the time for all merchants to seriously con- 
sider these two opinions as expressed above. One is 
from a high style operator with over ten stores, and the 
other is from a large family shoe store. Both reflect 
pretty clearly the retail shoe conditions of the past four 


months. 
It remains for us to indicate that “slaughter and 


Working the 


the Schuneman & Mannheimer’s department 

store, St. Paul, Minn., is finding much success 

from the mail-order feature he has put into operation. 
By this method customers are kept in touch with the 
store wherever they may move to. The list is made up 
of these patrons and names handed in by customers, 
coming from word-of-mouth advertising. This list has 
grown enough to warrant continuation of the system, 
as this sort of voluntary publicity is an indorsement of 
the policy and of the quality of the shoes dealt in. 


(A ANAGER J. LANGLEY of the shoe section of 


sacrifice sales” should quit this week, and that regular 
shoe selling should now be carried on nation-wide in 
the six best selling weeks of the year. Previous records 
have shown that June is the best selling month in point 
of sales of any month of the year. Merchants have on 
hand the finest selection of shoes in colors and in sandal] 
types, in a wide diversity of materials, suitable for 
June selling. Shoes are deserving of a real price at 


retail. 


Mailing List 


all the foot troubles of adult life are the result of poorly 
fitted shoes during childhood. 

“What are the right shoes for these important first 
years? 

“The first shoes, after the soft little booties have 
been discarded—assuming the baby is born with perfect 
feet, and most babies are—should be of soft materials 
over a right shaped last that permits plenty of ex- 
pansion. 

“When the baby is ready to walk, the shoes should 
still be soft and flexible but more substantial, made over 

a Right-Shape last, de- 


Any one patronizing the 
department in the last six 
years is kept track of, and 
all are on the list. 

The circular letter is one 
form of contact. Another 
is the distribution of an 
illustrated loose leaf cata- 
logue mentioning some 11 
styles of shoes. Correc- 
tions are easily made by 
the customers when change 
sheets are mailed to them. 
Much success has come 
from the mailing of circu- 
lar letters to parents, con- 
taining talks about chil- 
dren’s shoes. One of the 
best of these letters fol- 
lows: 

“Did you ever see your 
child’s feet through an X- 
ray machine? 

“What would you see? 

“Would the tender flesh 
be squeezed, rubbed and 
chafed? 

“Would the bones be 
cramped and distorted? 

“That is what hundreds 
of mothers have seen, be- 
cause, during the first 
formative years, the child 
did not wear the right 
shape shoes. Practically 














They Want to K now 


Merchants ask us where to buy shoes and 
other store merchandise. In this space 
we list the following typical inquiries: 


H-1172 Wants men’s welts to retail $4. and $5., also 
children’s stitchdowns to retail $1. 


H-1173 Wants men’s riding boots to retail $15. 

H-1174 Wants men’s cheapest riding boots from 
stock. 

H-1175 Wants men’s work shoes to retail $3.50 to 
$5. 


H-1176 Wants women’s novelties to retail $3. to 
$3.50, and men’s fast sellers to retail $4. 


and $5. 

H-1177 Wants Deauville or Czecho-Slovakia san- 
dals to retail $4.50 to $4.95. 

H-1178 p> aay straw oxfords with crepe rubber 
soles. 

H-1179 Wants women’s shoes to retail about $8. 


H-1180 Wants women’s shoes to retail $3., $4. and 
$5. Men’s shoes to retail $3.50 to $5. Boy’s 
shoes to retail $2.45 to $3.95. 


Interested parties may have names on re- 
quest to Information Department, Boot 
AND SHOE REcorpER, 207 South St., Boston, 
Mass. 











signed especially for these 
first-step shoes. 

“Between the ages of 3 
and 6 years, the right shoe 
is one with a flexible welt 
sole, on the Right-Shape 
last. This type permits 
freedom for the toes and, 
because of its combination 
measurements, holds the 
heel, arch and foot in 
proper position, giving the 
foot adequate support. 

“After the age of 6, the 
fast-growing foot requires 
a heavier shoe, with sufi- 
cient weight of sole and 
heel to form a supporting 
arch. 

“If shoes are built over 
Right-Shape lasts and 
fitted by salespeople who 
understand their business, 
the child should reach ma- 
turity with the sound, per- 
fectly developed feet Na- 
ture intended. 


SCHUNEMAN AND 
MANNHEIMER’S, 6th at 
Wabasha, St. Paul.” 
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REAL advancement in the science of the 

modern shoe. More genuine health 

and comfort features than anything the shoe 
industry has seen. Smart style—inherent 
quality and character—easeful, healthful 
well-being for the feet that makes every 
buyer a permanent customer. Attractive 
dealer helps. Address Holland Shoe 

Company, Holland, Michigan. 


IN STOCK 
BLACK CALF—BLACK KID 
TAN CALF—TAN KID 
AA to D 


Two-Width Combination Last. 
Made with Ply Rubber Heels. 


WRITE FOR SAMPLE. 


TTSIEU TY 
ZUBLE DU. 
SS ARCH Ae 


Tea 


SX 


Ae 
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GENERAL 


An attractive 
GRO-CORD 
design for street 
wearand general 
use. Made in 
Leathercolor, 
Black, and 
French nude. 





Today’s sole— t 
too 4? 


and tomorrow’s, 


SERVICE 
SOLE 
(Munson last) 


This makes a 
great sole for 
hiking, or for 
mail-carriers, 
policemen, and 
others who must 
walkagreat deal. 


EMPRESS 


A beautiful and 
distinctive pat- 
tern for ladies’ 
shoes. Can be 
supplied in 
various colors. 


ALLIGATOR 


This popular de- 
sign is enjoying 
a wide vogue on 
shoes for men, 
boysandwomen. 
Sole shown is 
forwomen’slast. 


NTHUSIASM for GRO-CORD Soles has 
flooded the country like rays of a summer sun. 


Everywhere you hear it echoed—“Absolutely 
nothing like those GRO-CORD Soles! They’re 
flexible! They’re waterproof! They don’t slip! 
And how they DO wear! 


Business men, farmers, clerks, mechanics, railroad 
men, golfers, and housewives, millions of people 
in all walks of life have proved GRO-CORDS 
superior for safety, comfort and economy. 


Alert shoe dealers and manufacturers know the 
reason. There is nothing — absolutely NOTHING 
—exactly like GRO-CORD Soles to outwear and 
outserve leather. Rising leather prices demand a 
new, improved material for soles. GRO-CORD 
Soles are the answer. 


Patented cord-tire construction makes GRO- 
CORDS unique. No other sole has tough cord- 
tire cords fused upright in the rubber like paving 
blocks set on end, throwing wear ACROSS the 
grain instead of lengthwise. 


Thereis acompleterangeofstylesand sizes for sport, 
street, and work shoes. Write today for the catalog. 


WARNING: Those persons infringing é Ss 
on our patents or naming their product 
to mislead the public on the ‘‘GRO- 
CORD” trade mark will be prosecuted. 


LIMA CORD SOLE & HEEL Co. 
Dept. 2-D 
Lima, Ohio 
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EBERLE 


NMNiehty Good 


SHOES BOYS ) 


ee 
Swat King 


3rd season as a big leaguer. Sales bat- 





ting average growing stronger 
every day. 


Style No. 219 
Hopi Elk 
Drisole Bottom 


Boys’ ... ..C and E, $3.15 
Youths’ Cand E, 2.90 
Little Men’s..C and E, 2.65 


Baseball Scorer Fob Free 
With Each Pair 


Baseball scorer fobs 
furnished with Swat 
King Shoes at 5c 
each. 


Style No. 259 
Broncho Grain Elk 


Grocord Sole 
Boys’ 


Little Men’s..C and D. 


These and Ten Other Boys’ Styles 
In Stock 


TEEPLE SHOE CO. 


WAUPUN ~ WISCONSIN 
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M.T. SHAW 
EDITORIAL 


foafoefeefe-e% So <fo-aSo-cfo-oSo-ahe-fo«) 


i. Plies 
Wholesaler 
Who Serves . 


6%, o, \2 , 
‘> So-<fo-<fo-fo-a$o-<% XX So-<fo-afo-e8 So fo aSo-eo-<8o-oSo-e80-4% o¢, 


HILE the women have adopted the 

ensemble or compose idea of dress 

some of us have worked out the en- 
semble idea in shoe distribution. There is 
harmony and concert of action among 
manufacturers, wholesalers, and retailers 
where veiled antagonism existed before. 
In many instances the tanners have been 
called in to the council for intelligent co- 
operation. 

In this way we have created a well oiled 
machine. There is no lost motion and 
waste of power. The new system makes 
for economy and general satisfaction. 
The wonder is that this great reform was 
not established twenty years ago. 

A chain of distribution is no stronger 
than its weakest link. We have tensile 
strength in each link because the strain is 
properly apportioned to each link. It is 
all very simple as most big and important 
things are. In many other directions it 
has been found that it is easier to do 
things the right than the wrong way. 


Perhaps there will continue to be people 
who love secrecy, mystery and complexity. 
Ventilation is as sanitary for business as 
for life. We have long since passed the 
experimental stage. The new merchan- 
dising lets the sunlight in. There are no 
dark corners. All concerned in our nego- 
tiations stand on common ground. There 
is no double dealing. We worked out our 
own simplification process without the aid 
of Secretary Hoover. 

If any reader of these lines feels that 
we are going too strong we ask him to 
investigate our methods. He will find 
that we are under rather than over-esti- 
mating. 


Oe 6% , KZ Se Ge 0, KZ 
o-4fo-afo-e8 XS KX EK 0 80-08 XXX o-4, 0-080-480-4804) ooo 
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The Oficial Bey Scout Dress Oxford. 
Class No. 1 leather. Medium Shade Tan 
Veal Blucher Oxford on the snappy Bobby Pot 


















Burns last with wide extended leather 
soles, rubber heels, match eyelets and 
Armstrong cork box 


Style No. 725. Boys’, sizes 1 to 6. 
Widths, B, C, D and E. Price, $3.45 ~ 
o- aN 
The Official Seascout 
Dress Oxford. Class No. 


o, 
1 leather. Same as above, 
3 





200 of these booklets, 
with your name and ad- 
dress, FREE. They link 
the boy with your store. 








Black Veal. 















ABUT 


5 JUMPIN G 
‘RUNNING. 


! This GreatActive Army }; 
Ys Always Moving on 


More than a million Scouts are in the market for 
Excelsior Boy Scout and Seascout Shoes. 
These shoes are nationally advertised in “Boys’ 
Life,” the Scout magazine. Every Scout should 
wear them, and mass production gives you an 
opportunity to sell these high quality shoes at a 
conservative price. 

A trial order from our INSTOCK DEPART- 
MENT would prove the efficiency of our service. 
It means small investment and greater turnover 
for you. Order today. 






































ee. ae Boy Scout Moccasin Service :, : ; a 
sdium Shade ‘Tan Eik Moccasin Prices subject to change without notice. The Official Boy Scout Outing 

Blerber rubber’ heel, Halt bellows tongue, veal, stay, back stay, enklo. yatch an 
80) ru eel. al llows tongue . vei stay, ck stay, ankle = 
Brass eyelets. Inside ankle patch. The Excelsior Shoe Company outside | counter pocket, on enapos 
rns last. Hood sport rubber sol 

Style No. 722. Boys’, sizes 1 to 6. Authorized Manufacturer of Official Boy Scout and Seascout Shoes pp hy Brass eyelets. 
Se aor cage ordlag Style No. 731. Boys’ sizes 1 to ©. Widths 

Portsmouth, Ohio, U. S. A. C and D. Price, $3.00. 





EXCEL 


Official Boy Scout ( | } 
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Lerzarst and distinction are 
hard-won these days! 


Consider KANGOLA! It excites 
aworld-wideinterest,not because 
it is so very good to look at; not 
because it is so easy to wear; 
not because it is healthful and 
economical --- 





But because it is ALL of these 
things at once! 














Widths, 


REG.U.S. 


C:D.BROWN & CoO. Me 
Rochester, NY. 
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There is only one line of 
genuine 


is registered in the U. S. Pat. nye X% Z Lf y Deauwith, Dandala, 


Office, as the property of the 
Goto Siirpper ComPANy. 


The use of the name Deautill, Sondala, or any con- 


flicting therewith, on footwear other than that of the GOLO 


= The trade mark 
= SLIPPER COMPANY, is a violation of our rights. It is our 
= 


and the genuine always bears 
our stamp. 


purpose to protect these rights to the fullest extent of the law. 


INSIST ALWAYS ON THE ORIGINAL AND GENUINE— 
THE PRODUCT OF 


GOLO SLIPPER COMPANY 


MAIN OFFICE BRANCH SALES OFFICE 
129 DUANE ST., NEW YORK 1634-1635 REPUBLIC BLDG., CHICAGO 


cmmmmmmmmmmmmmmeeeSTUCUOSSLLELUOUOGOUSEESEOOOOOAEEELEOOLOGOOONSEEENOOOOOOOESESEOOOOOONOOEEED 


PE 


Permanency of Finish 


TUFSKIM colors are fast, and sock 
linings or heel pads cut from it add a 
real selling point to a shoe. 


Specify TUFSKIM in your next order. 


RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. 











Sma 

%' 
IMI’ 
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Three Popular Foot-Rest Models—and— 


A BERWIN PANDO 
One strap, cutout in quarter, Relax 


Four eyelet tie, Solace last, 1%” 
1 heel, FOOT REST con- 4 . oe 
ae heel, FOOT REST construction. 
B342—In Marron Glace Kid —_ B350—In Patent with leather 
wood covered heel $5.60 
B344—In White Kid with wood es 
ered hee 5.5 











B352—In Black Kid with leather 


$5.00 
Bss—in Black Kid with wood cov- 
ed h 


Cutout tie, Solace last, 1%” heel, 

FOOT REST construction. 

B334—In Patent with leather heel, 
Pancho top lift 

B336—In Black Kid with leather 
heel, Pancho top lift... .$4.75 

B338—In Marron Glace Kid with 
wood covered heel 




















TAWNEY 


0 


. Patent leather, carrying butterfly Cutout sandal, Cupid ar 
puuniiitt bow of patent trimmed with Beige 2%” wood Piece sy oe One strap, Dixie last, 24%” wood 
Keystone Perlustre Kid, Cupid last, IMITATION TURN. covered Louis heel, IMITATION 
2%-inch wood covered heel, AAA to AAA to C widths, 3 to 7%. TURN. AAA to © widths, 3 to 8 
C widths, sizes 3 to 7 B514—In Patent $4.60 B511—In Patent 
Cutout sandal, Jewel square toe 
last, 1%” wood covered Cuban heel, 
IMITATION TURN. 
AAA to C widths, 3 to ™%. 
B515—In Patent 


MITZIE 


Patent strap, French last, 1%” wood 

came cutout one strap, French last, covered heel, IMITATION TURN. 
wood covered Cuban heel, Patent gore ae. Bi buckle. AAA to © widths, 3% to 8 
IMITATION TURN. Cupid last, squa wood 2 $4.35 
to C widths, 3 to 8. covered heel, IMITATION ‘Thay’ 

B508~in Genuine White Kid. $4.65 nsos** to O widths, 3 to 7 
Patent gore pump with buckle, Jewel 
square toe last, 1%” \ or covered 
heel, IMITATION TUR 


AAA to C widths, 3 “to 7%. 
JOLLIE 7 $4.60 


Patent two eyelet tie with gore, 
Patent strap, stage last, at wood Patent gore pump, Franc last, 1%” Jewel square toe last, 1%” wood 
covered heel, IMITATION TU wi covered heel, IMITATION covered heel, IMITATION TURN. 
AAA to C widths, 3% to 8. TURN. AAA to © widths, 3 to 9. AAA to C widths, 3 to 7%. 
B505 $4.50 B504 03 




















THE XENIA SHOE MANUFACTURING COMPANY 


Under management of The Krippendor{-Dittman Co., Cincinnati 


Factory at Xenia, Ohio Address Correspondence to Cincinnati Office 
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Summer Styles Trim a Capezio 
For Immediate Action 


Prize Contest 


Window! 


Dealers are capitalizing on the Cape- 
zio nation-wide prize contest. A Con- 
test window display stimulates inter- 
est in your store—means local pub- 


Ramona cage . 
licity and actual business. 


White Levor’s 
“ae Get YOUR window in early. Contest 

$3.50 closes June 15. If you are not already 
a Capezio dealer, write at once for 
further information. 














209 WEST 48*ST. 
NEW YORK CITY 














Jeanne Mule 
B Grade Construction 


White Levor’s Red Kid 


Light Parchment Kid Blue Kid 
Spike and Cuban, A-O Spike Only, A-C 





Radcliffe 


White Nubuck White Calf 
“Bearfoot” Sole, Leather Sole, B and C 
=e © White Calf 


“*Bearfoot’’ Sole, 
Gun Metal Calf Band C0 


Crepe Sole, B and C $4.00 


Tan Calf White Calf 
Orepe Sole, B and C Orepe Sole, B and C 
































Me 
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as everyday companions 
ORNING, afternoon and evening, 


at the slightest sign of wet or 
sloppy streets, Milady takes from her 


purse 


Pocketbook 
Emergency 
Rubbers 


and protects her dainty footwear 


BLACK - TAN - GRAY - BROWN 
Sturdy—Practical—Snug Fitting C é t tE- 





Useful and Sensible Gifts 
Excellent Bridge Prizes 
$6 Doz, $66 Gross a 
F.O.B. Brooklyn, N. Y. 
2 Doz. in Counter Display 


ORDER TODAY IMMEDIATE DELIVERY 


Pump 


The best fitting and most popular pump 
VULCAN PROOFING CO. ever featured in medium priced footwear! 


58th Street at Ist Avenue, Brooklyn, N. Y. The P roof of this statement is ever mani- 
festing itself by the continual and ever 


increasing demand! 


The DANCETTE Pump is made to your 


FOLDS TO FIT INTO POCKETBOOK order. Three to four weeks delivery. 
alli Prices upon request. 


fg) The DANCETTE Pump is also carried IN 
i=-3 y hen /| STOCK in patent leather and black satin, 
4 Fo FS $4.00. Widths, A, B and C. 


_Duane_Shoe @mpany, 


& CORPORATION 


143 Duane St., New York 


PACKED IN ATTRACTIVE WATERPROOF BAG 
Factory—Haverhill, Mass. 
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WHAT DO YOU SAY— 


to the woman with a AAA foot and a $5.00 purse? 


M 


f 





















“Try some other store— 
we can’t serve you here” 2 ae a 


2 | ENNA JETTICK 
Health Shoe 
LAST 


“Yours is an expensive 
foot. You'll have to pay 
$10 or $12 or take what- 





Narrow and Extra Narrow Wide and Extra Wide 
“A boon to those women that have been obliged to 


Bes es ever fit you can get for either pay high prices or take poorly fitted shoes.” 
$5 00” You need no longer be told that 
- vou have an “ expensive" fool. 
Your dealer or Enna Jettick Shoes—Auburn,N.Y. 
or You'll Stride with Pride in Enna Jetticks 














“*Yes—we can fit you perfectly in ENNA JETTICKS— 
fit both your feet and your purse”’ 


You can do it, too—if you tie up with the ENNA JETTICK stock department 
and make it your own. Over 100,000 pairs constantly on the floor for you. A 
variety of styles—Sizes 2% to 10O—NARROW and EXTRA-NARROW—WIDE 
and EXTRA-WIDE WIDTHS. 


If you are interested and there is no Enna Jettick dealer near you, write 


DUNN & McCARTHY, Inc., Auburn, N. Y. 














The entire Fall line of women’s and children’s 
shoes of Bally’s Shoe Factories Ltd. of Switzerland 


is on permanent display at the showrooms of 


BALLY, Inc. 


Room 886, Telephone Longacre 1820 


11 West 42nd St.. New York 





Visiting buyers are cordially invited to attend 





I, 1928 
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Call “WEARITE” 
for Busy Feet! 






































a QO: 10,000,000 pairs of busy feet have tested 
WEARITE Composition Soles. 


Feet that tread the varied walks of life. 


Postmen, policemen, on the railroad or the farm, 
salesmen, collectors—every branch of industry and 
business—more and more are insisting upon 


WEARITE. 
The public knows that WEARITE stands up under 


the most trying service, the endless scuff-scuff of 
outside occupations. 


And, also, where appearance is as important as per- 
formance, they know that WEARITE is there! 


WEARITE gives to you, as a retailer, the medium 
for greater sales. For sales result from satisfaction 
and WEARITE insures that. It brings you increased 
children’s trade; and indirectly benefits business on 
the strictly dress line. Manufacturers are now 


placing WEARITE on their shoes. 


Ask your manufacturers about WEARITE or let us 
tell you of those from whom it can be obtained. 


ESSEX RUBBER COMPANY 


Trenton, New Jersey 


New York Boston Chicago Milwaukee St. Louis 
Makers also of Plytex Soles and Tite-Edge Heels 
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A Fast-Stepping Strap 
in the Popular Toyo 


In Stock 


Here’s a child’s shoe to feature! Our Toyo cloth one 
strap sandal—just right for spring and summer wearing. 
Has patent trim and Toyo insert or it can be ordered in 
tan trim and tan insert. 


TRUITT BROTHERS, Inc. Binghamton, New York t 
ono ooo ho oo meos———0F0r— 





The more discriminating a customer is the easier 
to séll her a FORD CREATION. For it is then 
she appreciates the timeliness of the models, the 
skill of the design, the many distinctive features 
which the uninitiated might not notice. 


on FoR TTS NN an eK Pett 


But even the customer who would not appreciate 
to the full the beauty of the line will recognize 
witaout trouble the quality that is built into 
every shoe in the line—without which it would 
be only an ordinary line. 


C. P. FORD & CO., INC. 
ROCHESTER, NEW YORK 


Detroit Offee: Burns-Gray Bidg.—Ray Wegman 
Chicago Office: 1815 Republic Bidg.—Ray McCarthy 
New York Office: 441 Marbridge Bidg.—Jack Galway 


D430—White Kid Strap D429—White Kid Regent 
Pump $5.25 Pump......$5.25 
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RRO OR 
vA \ 





In Stock 
SPORTS 


In Fine 
wegian on the Miller Last. 
Duflex Ribbed Sole and 
Heel. A, 8/10; B, 7/10; 
C, 6/12; D, 6/11. 


Price 


$5.85 











Stock No. 842 


There’s a pull in these 
Peck-made Sport Models 
which red-blooded men 
can’t resist. Their rug- 
ged, handsome lines sug- 
gest the great open spaces. 


They are light and flex- 7 | 
ible, built to the Peck ) a zs ee NS, ont 
Standard of Quality and F ua <i y Cat a aca Edt 
guaranteed the comfort & 220 Ribbed Sole and Heel. 


which men demand of 
sport-wear. | | $5.85 
l 








A, 8/10%; B, 7/10; C, 
D, 6/11. 


Price 


6/12; 











THERE’S PRIDE N THE WEARING 


The 





PECK SHOE COMPANY 


MASSACHUSETTS 


WORCESTER 





a 
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Lyons FaramountSav-Hose 


LYONS HOSE 

LuonsHose Protector or cror:~ 
vents shoes slip- 
ping, averts heel 
blisters, stops wear 
on hose, greatly 
improving 
fit. Made of soft 
sponge mate - 
rial easy on the 
heel. Retails at 
25¢ per pair. 


LYONS PARA- 
MOUNT SAV- 
HOSE encircles 
the heel, back and 
side, prevents fric- 
tion and __ stops 
side gaps. Has 
full rounded corn- 
ers with cut-away 
for base of heel. 
Retails at 25c per 
pair. 


DEALERS’ PRICES 

$1.90 Dozen; $2.85 Card 
1.60 Dozen; 2.40 Card 
1.40 Dozen; 2.10 Card 


Large Size 
Medium Size 
Small Size 


Luons Combination 


HOSE PROTECTOR AND HEEL REST 


LYONS COMBI- Dealers’ Price 


NATION protects $1.10 Doz.; $12 Gross; 
hose while resting $10.80 Gross in 5 Gross 
the heel. Does lots. 

not crowd heel but 
is sufficiently thick 
to absorb all 
shocks. Retails at 
35¢ per pair. 


DEFIANCE HOSE SAVER, a cheap effective 
article for volume sale or as premium. Put up 


Dealers’ Price, 
1 dozen to a card for counter display. 


$2.50 Dozen 


ae ra Nea ear a Te SR ee Se ele eae le deledelededede te seae mene! 
Rn a a a ta ae aa a a a en aT a Na a ae nsatatatatats the ahs i) 


DR. LYONS METATARSAL PADS 


DR. LYONS META- 
TARSAL PADS sus- 
tain the Metatarsal 
arch, either under or 
over the sock lining. 
Cemented in place by 
our rubber cement, 
furnished with each 
pair. Made of sponge 
rubber, ¥% inch thick, 
it brings relief to the 
metatarsal region. 


AAs 


Without Heel Strait Pads With Heel Strait Pads 


Corrects the condition which makes run over heels. 
Soft, sponge rubber with flexible leather top, easy on 
the foot, economical to wear. 


Dealers’ Pri 
a a Dealers’ Price, $2.00 per Dozen Pairs 


Either Size, 
$3.50 Dozen Pairs 





LYONS HEEL CUSHION 


LYONS HEEL CUSHION gives unusual 
resilience, acts as a buffer in 

stopping jolts and jars. 

Made of soft white rubber, 

the pad is covered with 

a flexible leather lining. 

Counter display holds 

twelve cartons of 

one pair. 


Dealers’ 
Price 
$2.00 

Doz. Pairs 


DR. LYONS 
Sponge Rubber 


ARCH SUPPORT 
Dealers’ Price 
Medium Size, 
$4.50 Dozen Pairs 
Large Size, 
$5.00 Dozen Pairs 
Manufactured by 


Lyons Host PROrEcTOoR @. 


OMAHA, NEBRASKA 
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The FALL %te for Shoes 

















Art stylists agree that Brown is the definite 
Fall note, with newer, richer tones having 
the call. Burnt Copper, the exquisite new 
No. 76 of Amalgamated, has that desirable 
combination of subdued richness and sophisti- 
cated smartness which meets the vogue... 
Added to its authentic style note is dependable 
quality which Amalgamated’s facilities insure. 





F. B. & C. kidskins are F.B.&C. colors are clearer 
selected at their source by and more natural. They 
our own representatives in have unusual depth, per- 
all important producing (FBEc] manency, uniformity and 
countries tone quality 


ce pe ——— ~ 


cAmalgamated Leather Companies, Inc. 
Offices:319 Arch Street, Philadelphia;sx Factories, Wilmington,Del. 




















* Sample Swatches on Request 


















SU WEES THAT HAVE 177 


OUR NEWEST SUMMER CREATIONS FOR.” 


IMMEDIATE DELIVERY 


Ast fence! 


ae Or Net 30 Days 
Out Gypsy Sandal Pumps as 


2%—10 Days 
illustrated. Also Patent Lesher 
N? 769 



























No. 1264—Patent Leather Cut 
Out as illustrated. Also Parch- 
ment Kid. Also White Levor. 






and White Kid. 






ALL SHORT VAMPS 






ALL FRENCH CORDED 















No. 769—New Step-in in P.tent 

























No. 1270——Patent Leather Cen- GEN U IN E Leather with 100 silk Kid Bow 
ter Strap Sandal as illustrated. —Amber Glass Ornament with 
- sets to match. Also Purch- 
Aine Fostiment S38, Also White ment Kid trimmed with PD. rker 
Levor. Kid to match. Also lack 
Satin with Silver Kid rim- 

ming. 


All shoes carried in stock 
—B & C widths—Sizes 3 
to 8. 










All styles illustrated come 
in 21/8 Spike—14/S Cuban 
Heel except Black Satin 
Mention material — Heels in 769 which comes in 


and widths when ordered. 1327 WASHINGTON AVE., ST. LOUIS, MO. Spike Heel only. 


Imported English Field Boots CHAMMET 


IN STOCK 
The New Imported Fabric 


These English field boots 
Looks like suede, wears like suede, but a 


are full leather lined, 
with stout first quality fraction of suede’s cost. And it’s water. 
proof. 



















































double sole, and have 
that custom-made ap- 
pearance and _ distin- 
guished style. They are 
; easy fitting and comfort- 
able, and are the products 
of workmen having be- 
i hind them the traditions 
of a generation of fine 
shoe making. 







For samples and prices, 
PACKAGE PRODUCTS COMPANY 


American Distribut 
131 Duane Street yawns New York 


Whitehall 7787-4626 


GREELEY BOUDOIRS 


sell ali the year aroun. 




























Write for descriptive 
catalog. 









No. B-2780 aii, 
Tan Scotch Grain They _are always in 
wes om We aim for quality and we 






hit the mark. 





No. B-2790 
Black Scotch Grain 
$13 a pair 






































Binet os Tae IN If your jobber cannot 
g:3 a. pair STOCK supply you, write us. 
36 Pair Cases 
COLT-CROMWELL CoO., INC. 
Established 1899 A. W. G R E E LE Y 
y ORK, N. Y. | " 
— waists: our new ale 2h apemenaptes me 12 Duncan Street - Haverhill, Mass. 5 
ax 
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FOOL SAVERS JUMPED 


O 
fro Oro of our total mens 
Read what the T. E. Moseley Co., of a CsaLE re JE ALCS 1 


ee “Oery & 
2metee- One MON 
STo N 


th Shoe , 
& 
Chuserse ther ¢, 


Ll come 
Cuban 

Satin 
ies in 


Anz you 


looking for a new 

shoe to put new life in your 

men’s shoe department? Here is a shoe 

that experience proves will answer your ques- 

tion! Footsavers—Shoes for Men. What they have 
done for others, Footsavers will do for you—build sales! 


FOOTSAVERS FOR MEN—A PROVEN SALES BUILDER 
l Because the most worth while 2 Because Footsavers sell—and sell Willyou take advantage of this real oppor- 
class of men—bankers, executives, profitably. Letters from alert tunity in your territory? We will be glad 
attorneys—are keenly interested in dealers prove, as the T. E. Moseley _to send you a Footsaver Stock Catalog and 
Footsavers. Our daily mail inquiries Co. puts it, “the proof of the shoe is complete details of our Footsaver fran- 
for full information prove it. in the selling.” chise. Will you write us today? 


MADE BY THE MAKERS OF BOSTONIANS-—SHOES FOR MEN 


WHITMAN, MASSACHUSETTS 


f Women's Footsavers are manufactured by Julian & Kokenge Co., Cincinnati, Ohio 


Hy 
d, Cut off this coupon, 








Commonwealth Shoe & Leather Co. 
hitman, Massachusetts 


Please send me your Footsaver Stock ADDRESS......--...------------------------------eeeeecnennes-scnnnnnnnnnnnnnn nes nn nnn nennn nes 
Catalog and complete detail of Foot- 
saver franchise. <) ¢ ao 
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SEVENTEEN ASHION ARC CARRIED 
SMART is vb J] IN 


STYLES Trade Mark Reg. U. S. Pat. Off. STOCK 








“MELBA” Bie? 3 WAYS 


14/8 Wood Covered Heel WHITE KID No. 156 Last 


B756—White Kid, White Galusha Calf Skin 
SEND B749—Patent sis ag 
FOR B748—Brown Kid (Sizes to 8 Only, No Size E 
LATEST 
STOCK 7 sige 
FOLDER ' 3% to 8Y% 


BURROWS SHOE CO., Inc., Rochester, N. Y. 


New York Office—604 Marbridge Building 


























Ol 
Good Advice 


will save money for you on your next visit to New 
York. The popular Hotel Martinique offers clean, 
“he well appointed accommodations at rates 
as low as 


$2.50 Per Day 


Once you have enjoyed the splendid food—perfect 
service and exceptional economy of this modern 


New York 


hotel, you'll always be—like thousands of others—a 
welcome guest at the Martinique. Stop in—we’ll be 
glad to see you. 

















A. E. SINGLETON, Mgr. 


Hotel MARTINIQUE | «00 rooms | 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STS., NEW YORK CITY 




















se 
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We do not ask 


The ARCH MOULDED nen you to buy 
this shoe 


pepe dee tededetetetectnctncoeoeetetedetetetecteeoetettntedetetecteg 
on our say so. The Arch-Tonik Shoe has more 
authentic and effective features than the com- 
mon variety of five-dollar corrective shoe. Its 
principles are sound and really helpful to foot 
troubles. 


It is styled with such skill that all its orthopedic 
features are utterly invisible. It is made by able 
—_ — ae Tis craftsmen with a finish that will surprise you in 
isk hes a a popular priced shoe. Real Kid quarter lining 


13/8 Rubber Heel 
A, B, C, D — 4 to 9 among other things. 





We repeat—we do not ask you nor expect you to buy Arch-Toniks 

on our say so. Just tell us that you are an alert dealer looking 

for a truly smart and truly corrective five dollar seller. We will 

put our shoes down in front of you. They are well able to speak 
for themselves. 


Our address is 
16th and Elm Street, 
Harrisburg, Penna. 


Retailer | 
DEVINE. | eg 
¢Y UNGELL : 


MOE MANUFACTURING CO 


ARRISBURG, PA WELTS 


a a as te ss es ts te se i se se se ed 


o 
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Yet They Sell ‘ 

for 8.50 to 10.00 | 
| A 
: BROTHER 





| TO THE KING 
Each pair of Just Wright 


shoes journeys thru the factory 
in the company of the fast- 
est selling line of $12-$13 
shoes. They are made by the 
same workmen, under the 
same supervision as are Arch 
Preserver Shoes. 








THEY CAN’T HELP 
CATCHING THAT 
TWELVE DOLLAR LOOK 






DESSERT eS cea 





(PLOW At cette he 


Tllustrated—One of 
Wright's famously made 
Summerweight shoes. 
Carried in Stock — No. 
470 in medium shade 
brown calf. No. 475 in 
black calf—Savoy Last. 
Widths A to D—Price 
$5.75. 

















en tannin eaters tomer Sa 
Ny 
A, 







ITLL 
arperre 






At the 
Boston Show 
HOTEL STATLER 
Rooms 438-440 








we ne 


aes es 
i ye - os 
iadattitia SAAD naan sete 


BE. T. WRIGHT & COMPANYIR 
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$4,000,000 * 
TRADEMARK 


of foot comfort on a shoe 


>) u styled as the Prince would 
re 1S wear them. 


VARRRRERE TT 








PAT. OFFICE 





IN STOCK 


The Princeton in White Buck 
—Stock No. 306 with brown 
calf trim. No. 307 with black 
calf. Leather sole and heel. 
Just two of fifty-four smartly 
styled Arch Preserver Shoes. 
Comfort and style. 


One shoe for two markets. 


*Over $1,000,000 a year for the 
past four years has been invested 
in acquainting the public with 
Arch Preserver Shoes. 
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SPECIAL 
WILLOW CALF 


ew Colors Now Ready 
for 
Stylish Women’s Shoes 





Spanish Brown 
Java Brown 
Marron Glace 
Trotteur Tan 
Mode Beige 
Mocha Bisque 
Grege 
Gunmetal 











A Tannage of Highest Quality 
Available in Quantity 


American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 


New Location, NEW YORK OFFICE, 2 Park Ave. 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France 


CALF AND SIDE UPPER LEATHER TANNERIES 
Chicago Sheboygan Ballston-Spa Curwensville 





Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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WHo’s WHO ON ‘THE ROAD 








Shoe T'ravelers Auxiliary of lowa Cooperating with State Merchants 
in Big “Meet” at Des Moines, June 11-13 


OHN U. MCALLISTER of 2744 

Hemphill Street, Fort Worth, Tex., 
recently severed his connections with 
Wichert, Inc., of Brooklyn, N. Y., and 
has made arrangements to travel nine 
States of the South and Southwest for 
Blue Ribbon Shoemakers, Inc., a sub- 
sidiary of the Brown Shoe Co. of St. 
Louis. 


B. NEWCO- 
¢ MER, presi- 
dent of the Shoe 
Travelers’ Auxil- 
iary of Iowa; L. C. 
Hyde, vice - presi- 
dent, and S. Z. 
Sands, __ secretary- 
treasurer, as well 
as Jack Clark, 
chairman of the 
publicity commit- 
tee; his coworkers, 
Bruce Welch and 
‘ 7 ~y Con Quinn; the en- 
= © raveters tertainment and 
Ausiliary of Towa = banquet com mit- 
tee, Burt Goldman, Fred Smith, Ray 
Glascock, E. H. Minor, Dick Needham 
and Dick Bleechinger; as well as Carl 
Ortlund, Chas. Clark, Roy Bishop, Joe 
Wheeler, Bob Robinson, Lou Ream, 
Frank Bollinger, T. C. Flandermeyer 
and W. R. Smithall are now “right on 
the job” planning for the very best co- 
operation with the Iowa Retail Shoe 
Dealers’ on the Iowa Convention, which 
will be held at the Hotel Fort Des 
Moines, Des Moines, June 11-13. 


K. B. Newcomer 


Z SANDS, 

* who. repre- 

sents the Brown 

Shoe Co. in Iowa, 

is also the secre- 

tary - treasurer of 

the Shoe Travel- 

ers’ Auxiliary of 

Iowa. Secretary 

Sands is devoting 

all his time be- 

tween selling shoes 

to promoting the 

coming convention 

of 2 ar ie of the Iowa Retail 

- ¥. 4. of Ie. Shoe Dealers, to be 

held June 11-13 at the Hotel Fort Des 

Moines, Des Moines, Iowa. The shoe 

travelers will not only give every as- 

sistance to the retail shoe merchants in 

tolling up a good attendance and in the 

Preparation of the program of the con- 

vention, but will also participate with 

m in the joint fun of Tuesday night, 
June 12, at Riverview Park. 


HELEN M. HANEY 


M. FAULHABER, a thoroughly ex- 
* perienced shoe man, and one who 
has a thorough understanding of the 
retail shoe merchant’s merchandising 
problems, has recently joined the sales 
force of the A. E. Nettleton Co. Mr. 
Faulhaber is a native son of New York 
City; he has spent much of his life in 
the shoe field, is familiar with the mar- 
kets, and will pass on his merchandis- 
ing “know hows” to his customers. He 
will cover practically the same territory 
recently made by Burns. 





SOME N. S. T. A. ACHIEVE- 
MENTS 


Bring In Your Member Now 


(The National Secretary has 
recently sent out a six-page, vest- 
pocket-sized folder, telling con- 
cisely about the service of the 
National Shoe Travelers’ Asso- 
ciation to the trade and to its 
members. The following is an ex- 
cerpt from same. A big drive for 
members is now “on.” Every 
member is urged to bring in a 
member. Those eligible for mem- 
bership are—all traveling sales- 
men selling footwear to the retail 
and jobbing trade, all trade jour- 
nalists, leather salesmen, last and 
pattern salesmen, and findings 
salesmen.) 


1.—-Cooperation with the various 
branches of the allied industries. 

2.—The maintainence of an employ- 
ment bureau, gratis to salesmen and 
employers. 

3.—Advisory legal service to mem- 
bers. 

4.—Information bureau on. trade 
conditions—ratings, salesmen, etc. 

5.—Deduction of hotel expense from 
Federal and State income tax, while 
on the road. 

6.—The maintenance of a grievance 
and claim department—matters re- 
lating to hotels, railroads, transfers, 
employers, etc. 

7.—Aided in establishing the ab- 
sentee voting law. 

8.—Repeal of surcharge on Pull- 
mans—legislation. 

9.—Proposed issuing of 
changeable mileage book. 

10.—Protection of salesmen’s in- 
terests against cancellations, counter- 
mands, commissions, salaries, etc. 

11.—Prevented proposed tax on 
salesmen. 

12.—Prevented proposed laws per- 
nicious to industry. 

13.—Trade coordination. 

14.—Identification metal discs is- 
sued to N.S. T. A. 

15.—Identification cards issued to 
all N. S. T. A. members. (Many shoe 
buyers ask that travelers show these.) 
(These cards also gain courtesy at 
hotels, and rebates at certain gaso- 
line stations and garages.) 


inter- 














F SEIGEL has recently joined the 
¢ salesforce of the Brockton Shoe 
Manufacturing Co. and will cover 
Cleveland, Akron, Youngstown and Co- 
lumbus, Ohio, with an office in the Se- 
curity Building, Cleveland. Mr. Seigel 
was connected for about 12 years with 
the Levy Shoe Co. of Chicago. 


ACK CLARK, 
who _ travels 
Iowa, Nebraska, 
South Dakota, as 
well as the princi- 
pal cities of Mis- 
souri and Kansas, 
for the Sherwood 
Shoe Co., is chair- 
man of the pub- 
licity committee of 
the Shoe Travelers’ 
Auxiliary of Iowa, 
and is also attend- 
ing to the publicity 
for the Iowa Retail 
Shoe Dealers’ Convention, which will be 
held on June 11-13 at the Hotel Fort 
Des Moines, Des Moines, Iowa. On 
Tuesday night, June 12, shoe travelers 
and retail shoe merchants are to have a 
joint frolic at Riverview Park. Mr. 
Clark writes: “Riverview Park has had 
some parties in the past, but we an- 
ticipate that this will be the one big 
party, because the best members of the 
fraternity will be there.” 


Jack Clark 
Publicity Chairman 
of the Shoe Travelers’ 
Auxiliary of lowa 


[* pays to be thankful for the busi- 
* ness you are getting, but keep ever 
in mind the business you ought to have 
and that rightfully belongs to you.— 
From “The Martha Washington Mer- 
chandiser.” 
C. HYDE, who 
* represents 
the Peters Branch 
of the International 
Shoe Co., and is 
vice - president of 
the Shoe Travel- 
ers’ Auxiliary of 
Iowa, is one of the 
good workers and 
cooperators with 
the merchants of 
this State, in put- 
ting over what it is 
planned to make 
one of the best and 
biggest con ven- 
tions that this live-wire group has ever 
accomplished. And when the Shoe 
Travelers’ Auxiliary of Iowa and its 
merchant-friends get busy there is 
usually achieved a “meet” that is both 
interesting and constructive. 


L. C. Hyde 
V.P.of S.T. A. of Ia. 
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---and Because! |: 

~* 

YOU are in business for one reason fi 

—to make profits—building right! 4 

YOU can do the maximum of bus. Hk 

iness on the minimum of investment E. 

on Wilbur Coon Shoes. P. 

YOU never sustain a loss—no — F 

shoes ever go dead. - 

iil 

YOU can fit every woman with ff 

Sizes 1 to 12, Widths AAAA to sa 

Front gore pump, 309 (combination) EEEEE, in beautiful styles from tn 
ed ndnaaiae Cuban heel. Good- our IN. STOCK Department— i 
‘eatin 150,000 pairs always ready to ship. f(t 

Widths AAAA to EEE H: 






YOU get an extra good profit on 
amen 2 a 88 Wilbur Coon Shoes—and we help 
Style R1994—Patent Leather, $5.75 you to SELL them by best dealer 
Style R1993—Black Kid, $5.75 helps and national advertising. 
Style R1999—Burnt Oak Kid, $6.50 










Write 
for the Complete Wilbur Coon story 






—and Stock Catalogue. 






- ——— 
37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. J 
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L. TOVEY 
e was elected 
president of the 
indiana Shoe Trav- 
elers’ Association 
last month; F. M. 
Brown was elected 
vice - president; E. 
C. Smeltzer, secre- 
tary-treasurer, ana 
C. I. Slipnei, assis- 
tant secretary- 
treasurer. Direc- 
tors are. H. O. 
Warren, George 
Sennhauser, W. W. 
Risher, John Honaker, and Bud Gar- 
land. President Tovey has appointed 
the following committees: Advisory 
Board—Fred Naegele, chairman; E. 
Bayless, Frank Sowar, John D. John- 
son, C. T. Foreman. National Public- 
itv—C. I. Slipher, assistant secretary. 
State and Local Publicity—E. C. Smelt- 
zer, secretary. Budget and Finance— 
H. 0. Warren. Entertainment—H. Ger- 
rish, C. I. Slipher. Club Room Sport 
Committee—Joe Warrender, chairman; 
H. Gerrish, C. F. McNew. Legislative— 
Homer Beals, National president; W. 
F. Crooke. Membership—F. M. Brown, 
chairman. Baggage and Transfer—W. 
E. Ratcliffe. Hotels—G. W. Hewitt. 
Sick Committee—E. C. Smeltzer, John 
P. Lucas. Styles—George Sennhauser. 
Educational—E. Bayless. 


F. M. Brown 


DWARD R. BATTERSON, one of 

the best known shoe salesmen of 
Columbus, and who served a term as 
vice-president of the Ohio Shoe Trav- 
elers’ Association, was almost instantly 
killed at a highway crossing in Worth- 
ington, Ohio, April 27, by being struck 
while in his automobile by a Hocking 
Valley train. He traveled for the Good- 
year Shoe Cc., of Rochester, N. Y., hav- 
ing Ohio as his territory. He was 59 
years of age and it was his first trip 
since the holiday season. He died in 
University Hospital after being rushed 
from the scene of the accident. He 
leaves a wife, three sons, his mother 
and a number of sisters and brothers. 
(UTPS). 


ARRY SCHWEITZER, who covers 

Illinois, including Chicago, Wis- 
consin and Minnesota for the M. A. 
Packard Co., Brockton, Mass., has re- 
cently had added to his territory Iowa, 
Nebraska and Missouri. 


G. RUSSELL, 

¢ formerly of 
Kansas City, and 
now of Boston, 
travels New Eng- 
land and seven of 
the larger towns in 
New York State, 
beginning with 
Poughkeepsie, A 1 - 
bany, Amsterdam, 
ete, for Selz, 
Schwab & Co. Mr. 
Russell recently 
dropped into the 
shoe department of 
Kennedy Co.’s store, Boston, to see his 
friend, Manager Buyer Marcus Mc- 
eeny, and in a three-cornered con- 
versation, in which a RECORDER repre- 
sentative joined, said that he did not 
think business conditions as unfa- 
vorable as some people tried to make 
them; that when the first four months 


L. GC. Russell 


of 1928 are compared with the first 
four months of 1927, he has found that 
his customers have averaged a little 
ahead. Mr. Russell makes his calls on 
his trade by car, averaging from 100 to 
150 miles a day. He feels that mer- 
chants get into the habit of saying 
business is bad when trade may lag for 
a few days on account of unseasonal 
weather, but that “it takes more than 
one swallow to make a spring,” either 
good or bad, and that business should 
be judged in periods of three or six 
months rather than by days or weeks. 
Mr. Russell formerly traveled 26 cities 
in the South, and for 21 years sold 
shoes at retail. 








THE “SHAPE’S THE THING” 


LYNN, Mass.—Patsy Collella, of 
Collella & Leighton, makes fre- 
quent trips to the style centers of 
the country to watch the feet of 
the fair sex. On his return from 
a recent New York observation, 
he made the remark to a RECORDER 
man, illustrating his talk by two 
different shoes held in either hand, 
that the women of fashion in the 
“big metropolis” choose their 
footwear first for shape; that 
color and pattern are secondary 
considerations. 











OE D. SAXE, who will be recalled 

by the trade as with the former 
Levie Shoe Co., Chicago, in Southern 
and Southwestern territory, has been 
seriously ill for the past two months 
at his home in Chicago at 4735 Drexel 
Boulevard. 


CLYDE HARRY of Greenville, 
* Pa., who covers Western Pennsyl- 
vania for the Davies Shoe Co. of 
Racine, Wis., has recently completed 
his first year with this house. He 
says: “I am building up a good busi- 
ness on the Davies line of men’s and 
boys’ high-grade welts.” 





ROSENBERGER SAYS MEN 
WANT QUALITY SHOES 


Fort WAYNE, IND.—Guy Rosen- 
berger, one of the “live-wire” 
representatives of the A. E. Net- 
tleton Co., who covers Chicago 
and adjoining territory, reported 
from the store of the Nettleton 
account in this city that this lo- 
cal dealer, finding practically 
every merchant in this city push- 
ing popular-priced shoes for men, 
exclusively, and leaving the fine- 
quality market open to competi- 
tors, took advantage of the situa- 
tion, made a concerted drive 
with Nettletons and rolled up a 
real profit on every pair. Sim- 
ilar conditions have occurred in 
other localities, report the exec- 
utives of this concern. “The 
splendid increase of 53 per cent 
in our Nettleton business so far 
this year is indisputable evidence 
of the confidence of the buying 
public in our’ merchandise,” 
writes Advertising Manager Har- 
ry Messenger. 
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‘THE president of 
the Indiana 
Shoe Travelers’ 
Association, G. L. 
Tovey, has divided 
the Hoosier State 
into five districts, 
and after much 
thought has select- 
ed the following 
prominent and 
high-grade citizens 
and salesmen to as- 
sist the officers in 
these respective 
districts: J. P. 
Goldy, Michigan City district; George 
Hickox, Fort Wayne district; H. E. 
French, Terre Haute district; W. T. 
Powers, Oakland City district; LeRoy 
Hodge, Richmond district. The duties 
of these men will be to make a list of 
all salesmen not members, and to send 
same to F. M. Brown, chairman, mem- 
bership committee; to report all changes 
of merchants, new salesmen, clerks, 
and above all, to watch sickness and 
employment in each district. 


CG. L. Tovey 


AVE J. TOBIN, one of the prin- 

cipals of Gray Bros., Inc., recently 
returned from a_ six weeks’ trip 
through the Middle West finishing up 
in New England. Dave reports that 
he found conditions very good. He 
said that while black shoes had been 
the best sellers in the West before 
Easter, a good many colored shoes had 
moved since then, as reorders showed 
and that in St. Louis Indian prints 
had been popular favorites. He is now 
helping to style some new creations 
for his trade and will again start out 
from Boston to see his many friend- 
customers about the second week in 
June, returning to the Syracuse fac- 
tory and “The Hub” in time for the 
Boston Shoe Style Show. 


HE Northwestern Shoe Travelers’ 

Association will campaign for more 
members. The members also favor the 
Congressional bill for doing away with 
the Pullman surcharge, and will write 
their representatives to that effect. 
The association is offering special in- 
ducements to members who bring in the 
most applications for membership. 
(UTPS). 


RESPONSIBILITIES gravitate to 
the person who can shoulder them, 
and power flows to the man who knows 
how.—Elbert Hubbard. 


A. KITZMAN 

* now has the 
“Ankle - fashioned” 
line of men’s shoes 
made by Nunn, 
Bush & Weldon 
Shoe Co., in the 
Dakotas and Min- 
nesota. Mr. Kitz- 
man is perhaps 
best remembered in 
the trade through 
his management of 
the men’s shoe , 
department years A. A. Kitsman 
ago of the Day- 
ton Company, Minneapolis. He has 
recently represented another line of 
Milwaukee-made footwear in the above 
territory and returns to the men’s field 
with the same interest which charac- 
terized his work on the buying side. 





The Motion that makes the Sale! 


Flex! 
LB 2 Form’ Shoe 
with Gold Spot Spartan Sole 


Merriam “Nature Form” lasts for growing feet! Flex- 
ible Gold Spot Spartan soles! (Quality that has proved 
itself through more than fifty years of service to the 
trade! . . . There’s profit and sales-building power in 
every Merriam “Cradle to College” shoe. Prices are 
right. And the superior workmanship and dogged wear 
give everybody that contented feeling. Write today for 
stock catalog of this live line. See illustrations of gen- 
uine GOODYEAR WELTS given below. 


Note these Styles and Prices 





Toe 
Oxford 


Ritz Tie 
Patent and Colored Elks 


Buddy Oxford 8%-12, B, C, D. $2.65 
5%-8, ©, D, E. - 82.40 12%-2, B, C, D. ert. 


84-12, B, CG, D, E.. . 2.75 2%-4, A, B, ©, D.. -... 3.50 


H.W. MERRIAM SHOE COMPANY, NEWTON, N. J. 
Cradle to College Shoes 
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HE traveling 

sales force of 
the Green Shoe 
Manufacturing Co., 
Boston, are now 
“off” for their vari- 
ous territories. T. 
E. Murphy covers 
Néw York and 
Pennsylvania for 
this house. s 
Aronson left Mon- 
day night of last 
week for the Pa- 
cific Coast. Harry 
Marks is headed 
for the Southland. Sam Slosberg, sales 
manager, also left last week for Phila- 
delphia, Baltimore, Washington and 
New York City. Frank Sherwin is cov- 
ering Ohio and the Middle West. Mr. 
Murphy was recently interviewed just 
prior to starting out on his territory 
and said that the new Spanish browns, 
in plain leathers and simulated ostrich, 
and reptiles, in cut-out. oxfords and 
fancy straps, 10/8 and 12/8 covered 
heels, are among the new numbers; 
that black patents retain their popular- 
ity. Tim says that he and his “pals” 
sell from infants’ to growing girls’ 
sizes up to 8AAA. 


T. E. Murphy 


EORGE S. WILSON, formerly in 

the retail shoe business in The 
Twin Cities, St. Louis and Chicago, and 
lately connected with the North Star 
Slipper Co. of St. Paul, has become a 
shoe traveler. He is with the A. J. 
Sweet branch of the United States Shoe 
Company, and will cover Minnesota, the 
Dakotas and Eastern Montana. Mr. 
Wilson will make headquarters in the 
Boston Block, Minneapolis. (UTPS). 








, 


RESPECT FOR SHOE 
TRAVELER 


Make your customers respect 
you as a salesman, and let them 
know when you call on them you 
want an order, and are not there 
on purely a friendly call. Shoe 
buyers respect a salesman who 
goes after the business and does 
not falter or fall down in pre- 
senting his sales argument.— 
From The Martha Washington 
Merchandiser. 











S. CALLEY, member of the “Quar- 
* ter-Century” Club of The United 
Shoe Machinery Co., and for more than 
that length of time identified with the 
big company’s Chicago salesrooms, is 
retiring from active business pursuits 
preparatory to taking up his home in 
New England. “Joe” Calley is one of 
the most popular traveling salesmen 
who has attended to the material re- 
quirements of western shoe manufac- 
turers during the past generation. He 
takes with him to his new surroundings 
the good will of all who knew him. 


ACK STANTON, who formerly rep- 

resented the New York Last Co., 
has recently made a new connection 
with Daetsch & Woodward, Brooklyn, 
and will cover his old “stamping 
ground”, the New England States, for 
this concern. Mr. Stanton will retain 
his old office at Room 409, 183 Essex 
Street, Boston. He has been selling 
lasts in this territory for the past six- 
teen years. 
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L. JUDD of 
* Scranton, 
Pa., who has car- 
ried the line of the 
Harrison Shoe Co. 
of Everett, Mass., 
for about fourteen 
years, spent the 
first week of May 
in Boston and 
Everett. While 
there he obtained 
the representation 
of the L. W. Ken- 
ney & Co.’s line of 
Lynn, and will 
carry the merchandise of the last- 
named house in conjunction with the 
Harrison Shoe Co.’s line. This gives 
Mr. Judd a complete line of boys’ and 
girls’ shoes. He reports that he an- 
ticipates another big season. 


Ww. L. Judd 


HE following salesmen have recent- 

ly been added to the force of trav- 
elers of the International Shoe Co.: 
L. W. Abel, Northwestern Iowa; Mr. 
Abel was formerly in the retail shoe 
business in Iowa. H. L. Calkins is 
covering Northeastern Iowa; C. L. 
Bowman, Southern Wisconsin, and N. T. 
McCaskey, Southeastern Michigan. 


ICHARD HOCK, representing the 

Doerman Shoe Co. of South Mil- 
waukee in Ohio territory, attended the 
semi-annual sales conference held at 
the factory and is now in his territory. 
He is showing some new samples in the 
“Great Scott” line of shoes which he 
states are very “snappy.” (UTPS). 


He Sold $25,000 In One Day 


New Record is Established by “Dave” Marks 


Imagine one 
day’s orders for 
work shoes so 
bulky and heavy 
that good busi- 
ness prompted the 
salesman to send 
in his orders by 
parcel post. 

In this case no 
imagination is re- 
quired. The illus- 
tration on _ this 
page reproduces 
the envelope re- 
ceived April 30th 
by the Harsh & Chapline Shoe Co., Mil- 
waukee, from their Chicago manager, 
Dave Marks. The total of the orders 
enclosed was $25,000.60. It represented 
business booked on April 27—and a 
Friday at that. 

The business for the rest of the 
week brought the seven day total up to 
exactly $56,475.50, which overtonved 

ave’s previous peak of $55,205.80 
teached in June, ’27. 

When it is remembered that these 
figures apply on sales of the Harsh- 
Chapline merchandise and that Dave 
Marks also handles the distribution in 
the Chicago district for ‘“McElroy- 
Sloan” and “Craddock-Terry” some 


Dave Marks 


slight idea is gained of the utter dis- 
regard for speed laws by this “young 
man trying to get along,” as Dave 
Marks refers to himself. 

M. M. Sloan, of the McElroy-Sloan 
Shoe Co., recently wrote the follow- 
ing: 

“The writer has been in the selling 
game for more than forty years and 
D. A. Marks is one of the smoothest 
business getters he has ever met.” 

And to a friendly RECORDER scribe 
Dave said last week: 


“Any success we are making is due 
in part to the advertising of ‘Lion 
Brand’ and ‘Harshline’ shoes in the 
RECORDER. 

“You know I have always been a 
booster for RECORDER advertising.” 

When the final encyclopedia of shoe 
trade personalities is published it will 
contain a reference something like this: 

“Marks, Dave A. The personification 
of an irresistible appeal to purchase 
shoes; every thought a dynamic urge.” 
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Many Loads? 


THE “CONQUEST 


E ful sh — Ts h This Keds model with vulcanized crepe 
- shoe : : 3 : 
successful shoe merchant is the one who rubber sole gives sure grip and wonder- 


conducts his business with a full recognition ful wear. Lace-to-toe style. White or 
brown upper with black trim, or gray 


of this fact: “Carrying too many different : 
B - upper with gray trim. 


lines of similar kinds of shoes hampers the progress 

of any retail shoe business. It retards turnover, complicates sales work, re- 
stricts the buying of needed new styles, confuses the customer, and leads direct- 
ly to a top-heavy stock of odds and ends at the close of the year.” 


Good turnover is a vital factor in modern retailing. The difference between profit 
and loss often is turnover. Unbalanced stocks and slow moving merchandise eat 


up profits. 


Therefore, service from the manufacturer means more today than ever before. 


Service, however, isn’t enough. Service must be backed by known values. Known 
values (which mean consumer-recognized values) speed up turnover. Well known 
lines, when backed by service and supported by sustained quality, mean one 
answer to every merchant’s turnover problem. 


Keds, through their widespread distribution outlets, offer the best manufacturer- 
to-dealer service of any canvas rubber-soled shoe in America. 





Keds is the most complete line of canvas rubber-soled shoes—there is a type of 


Keds for every purse and purpose. 


Keds are asked for by name by more people than ask for any other canvas rubber- 


soled shoe. 
Keds are worn by more people than any other canvas rubber-soled shoe. 


Keds service, plus Keds consumer-known value, can help the shoe merchant to 
build a clean-cut, profitable business. 


United States @ Rubber Company 
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A suggestion for a spring and summer sport footwear window in which canvas rubber 


soled shoes are featured 


S ports Windows Sel] Canvas Shoes 


Feature Footwear for Golf, Baseball, and Other Outdoor Games. 
“Talk” Tennis to Grown-Ups with Nets and Racquets 


soled 


UBBER 
definite factor in the correct sports’ costume 


accessories. 


through your windows. 


one of the leading stores of a 
big city: “Tennis is one 
game in which the play- 
ers absolutely must wear can- 
vas.” It is easy to convey 
the idea to the ever in- 
creasing number of devotees 
of this fascinating game if 
the merchant will but show 
the goods in the right atmos- 
phere. A net, several rac- 
quets and balls placed be- 
side canvas rubber soled 
shoes, “do the trick.” A net 
used as a background, with 
Pictures of leading tennis 
stars shown prominently on 
small display stands make an 
added sales appeal. 


HERE is usually one 
store, at least, in every 
large city whose manage- 
Ment sees to it that the near- 
by schools and colleges are 


canvas shoes have become a 


The public likes to know about the 
sports’ uses of this merchandise. 
Especially are the young 
“moderns” of every community interested in canvas 
rubber soled shoes for a practical, comfortable, ser- 
viceable and light weight shoe in which to play tennis. 
Said recently the manager of a shoe department of 


You can tell ’em 


time.” 

















This is one of the new and “different” styles in 
overshoes for the winter season of 1928-1929. Its 
colors harmonize with the advance fashions in col- 
ored raincoats. The pair shown herewith is in a 
platinum shade of figured cloth. It is called the 
Ranyday. The fleur-de-lis shaped “Splashguard” at 
the back serves as a hosiery protector. It is made 
by the Phillips-Baker Rubber Co. 


thoroughly covered in the way of canvas rubber soled 
sports for “gym” and outdoor wear. 
do not like to talk very much about the big business 
they do, but they have found that they have very 
few competitors and they smilingly tell you: “We are 
enjoying a very fine trade in this line. 


These stores 


Busy all the 


In the opinion of several good merchandisers, more re- 
tail shoe merchants should employ the part-time of one 


or two of their salesforces to 
develop this feature by mak- 
ing it known that sport shoes 
should fit the feet well, and 
that the salesmen whom they 
send to show the merchandise 
are expert foot fitters. And 
just as the sporting goods 
houses employ salesmen to sell 
shoes who are experts in the 
particular game for which the 
footwear is manufactured, so 
should the salesmen who 
make the rounds of the col- 
leges be proficient in the 
knowledge of the various 
sports and sports usages of 
the footwear shown. Advance 
literature describing the 
sports shoes which the mer- 
chant carries and making it 
known that the store is head- 
quarters for this type of foot- 
wear, is effective in selling 
more pairs. 
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NEW STYLES esa IN STOCK 


SIZES AND WIDTHS 

eeosececes Shonen serum ates | cents additional for orders of 
A vcccccsssquececcoscse® less than three pairs. 
sovceesess soocstoessay OP Terms—Net 30 Days 


eee eee eee eerseeeeeeeeeee 


= RANGOON” 
“NORMANDY” B-152 Gentine’ Bole 
“PRINCESS” = nuine ‘ 

Special Process Special Process Lizard with Kid to maton “86.25 “INA” Special Process 
B-158—Jade White Kid..$5.15 %-151—Genuine Beig “ANITA” Combination Leather Bow 
B-162—White Kid 5 15 mw —) to match 66.10 Special Process Cuban and Spike Heel 
B-153—Patent Colt . a ile Seesl Leaten B eS-sote White Kid, 

kid to match 6.35 B 06 eel 


Special Process = Z \ n-foe- 





“ACE” Special Process B-902—G enuine Grey 
B-101—Patent Leather. ..84.65 Watersnake with patent 
B-109—wWhite Calf 4.85 leather $6.10 


Center Buckle 
B-903—Patent Leather... .$4.65 


“REGENT” 
Special Process 
Two Toes—19/8 Heel 
B- ga Satin, Med. 


Narrow Toe 
B- -154-Pateni Leather, 
B-3042—BI 42—Black Satin, Med. 
nd 
we B-s672— Patent Leather, 
ene mane hemes. S00D Ba el “DELRIO” : " _— 
- en eo ee Special Pr 
B-155—White Calf 4.85 p.126 tent Leather .84.65 Special Process 
; B-143—Genuine Natural 
Python with Brown Kid 
to match 


“CLARE” 
“ROXY” Special Process 

“OKAY” Special Process Special Process 22/8 Heel 
B-192—Patent Leather.. eg B-186—Genuine Beige B-122—Jade White Kid. ot +4 
B-108—White Kid Lizard, Kid Quarter to “MADCAP”? | 

match, medium round toe. $6.25 Special Proc 

- 186-A—Wi th medium .- 105—ade Wh — Kid * 85.15 
narrow toe .. -116— 
nadie 5.00 3-224 White Satin 
B-574—Light, Back Calf.. rs 25 


“POLLY” 


“REGENT” 
Special Process 
3-inch Heel 
B-972— Patent 


B-973—Black Sa 4. 
B-974—Light Bisck Caif. 4.50 


“JOSELLA” 


weeaies Sauee THE MENIHAN COMPANY 


B-103—Patent Leather 
with Parchment Piped SHOEMAKERS FOR WOMEN 


Buckle Straps .........$4.85 
B-100—Medium Brown ROCHESTER, N. ¥Y., U. S. A. B-901—G enuine Grey 
Kid with Parchment Pip- Makers of Menihan Arch-Aid Shoe. Watersnake with patent 
5.15 Write for Agency Proposition. leather 8 
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Iowa Retail Shoe Dealers to Hold 
Convention, June 11, 12 and 13 


Shoe Travelers Auxiliary 
Cooperating for Des 


Moines Meet 


Des Mornes, Iowa—The Iowa Re- 
tail Shoe Dealers’ convention will be 
held on June 11, 12, and 138, at the 
Hotel Fort Des Moines, this city. The 
members of the Shoe Travelers’ 
Auxiliary of Iowa are cooperating 
closely with the merchants on this 
occasion. In addition to helping secure 
a good attendance, and in the prepara- 
tion of a constructive and interesting 
program, they are also to share in the 
fun of the joint frolic at Riverview 
Park. 

Publicity Chairman Jack Clark, who 
travels Iowa and other sections for 
the Sherwood Shoe Company, says: 
that Riverview Park has had some big 
parties in the past, but it is anticipated 
that the one of June 12 will eclipse them 
all. K. B. Newcomer, who travels this 
section for the Alfred J. Sweet Com- 
pany, is president of the Shoe Travel- 
ers’ Auxiliary of Iowa; other officers 
of this live-wire association are Vice- 
President L. C. Hyde, who represents 
the Peters Branch of the International 
Shoe Company, and Secretary-Treas- 
urer S. Z. Sands, who represents the 
Brown Shoe Company. 

All communications in regard to the 
big event should be addressed to Jack 
Clark, Publicity Committee chairman, 
Iowa Convention headquarters, Fort 
Des Moines Hotel, Des Moines, Iowa. 


Milwaukee Dealers 
Stage Big Dinner 


MILWAUKEE, WIs.—Shoe retailers, 
traveling salesmen, manufacturers, 
tanners and others in the shoe indus- 
try to the number of more than 500 
from Wisconsin, Illinois and Minnesota 
attended a get-together stag dinner 
given here Thursday night, May 10, by 
= Milwaukee Shoe Retailers Associa- 
ion. 

In addition to a long program of high 
class entertainment, plans were made 
for the coming convention in August. 
Among the speakers were Henry Le- 
may, president of the Milwaukee Shoe 
etailers Association; William J. 
Muckle, president of the Wisconsin 
Shoe Retailers; J. B. Langenberg, Ap- 
Pleton, secretary of the State associa- 








tion; L. Ihmig, president of the Shoe 
Travelers’ Association; Frank Larkin, 
vice-president of the National Shoe 
Travelers’ Association, and E. B. Cas- 
pari, director of the Milwaukee shoe re- 
tailers. 


Weather Interferes With 
Retail Trade In Boston 


Boston, Mass.—Retail shoe stores 
and departments report during the} 
past week that they are “holding their 
own” with the corresponding period of 
last year. The weather has been un- 
favorable to volume trading in light 
colors. Many black shoes, attractively 
trimmed with genuine reptiles, and 
plain, have moved well. The favorite 
is the Cuban heel in heights up to 
16/8, although many of the higher 
heeled numbers have sold well to the | 
younger set. 

Windows are attractively trimmed, | 
with sport motifs—oftentimes grass | 
rugs are introduced. Men’s shoes are | 
selling well in sport types and stores | 
selling the highest grades do not find | 
any price resistance. The plain toe} 
in good quality of tan or black calf | 
is a popular seller. Boys’ shoes in| 
grains, and snappy patterns are mov- | 
ing well. ; 

Children’s shoes are featured in a 
wide variety of patterns and leathers. 
and are selling the best in tan calf and 
elk leathers, as well as patent. White 
kid shoes are being bought by a large 
number of young folks for school and 
church parties. Boys’ moccasins with 
sport soles at popular prices are at-| 
tracting the attention of mothers. 





Metz Named Chairman of 


Convention Committee 


CuHicaco, ILL.—Reuben Metz, the 
popular Chicago retailer of men’s 
shoes at 78 West Washington Street, 
Chicago, has been appointed by A. H. 
Geuting, president of the National Shoe 
Retailers’ Association, to serve as 
chairman of. the Chicago Convention 
Committee for the next convention and 
exposition of the N. S. R. A., to be held 
at Hotel Stevens, Chicago, in January. 

The committee for the coming year 
consists of those Chicago retail mer- 
chants on last year’s committee, and 
Morris Wolock and Reub Steifel. 


Urges Organization 


of Credit Bureaus 


CoLUMBUS, OHIO (UTPS)—George 
V. Sheridan, executive director of the 
Ohio Council of Retail Merchants, with 
which is affiliated the Ohio Valley Re- 
tail Shoe Dealers’ Association, calls 
the attention of retailers in the smaller 
cities and larger towns to the necessity 
of organizing a credit bureau for their 
protection. He believes that shoe mer- 
chants should play an important part 
in the organization of such a credit bu- 
reau, which can be formed in the small- 
er towns with good results if operated 
on a proper basis. 

He says that the value of a credit- 
rating bureau is becoming recognized 
among the smaller cities throughout 
the country. They have been regarded 
as prime necessities in the larger cities 
for many years. But somehow they 
have been neglected in the smaller cities 
and larger towns, where a considerable 
amount of credit business is done by 
retail merchants. 

He cities the instance of Painesville, 


| Ohio, organizing a credit-rating bu- 


reau on the cooperative basis, the 


| ownership being lodged in the subscrib- 


Providence Store Has 


21st Anniversary | 


PROVIDENCE, R. I. (UTPS)—The 
Modern Shoe Store of Providence is 
celebrating its twenty-first anniversary 
with a very successful sale. The store 
still occupies its original location, on 
Westminster Street, and is contro'led 
by the original owners, Samuel Beek- 
man and T. J. Moran. It is the second 
of a chain to be opened, and three 
stores have grown up since in Rhode | 
Island and Massachusetts. all operated | 
on a cash basis and selling moderate | 
priced footwear for men, women and | 
children. Arthur Abrams is manager | 
of the Providence store. 





ing and affiliating merchants. The 


| service has been extended to 75 stores, 


and the number of ratings is upward 
of 10,000. This organization has added 
a “skippers’ club” for tracing elusive 
debtors. 

Another city in Ohio to organize a 
credit bureau is Ironton, where 50 busi- 
ness men, working through the Iron- 
ton Chamber of Commerce, have set up 
an entirely separate organization, to 
take the place of a former bureau, 
sponsored by the Chamber of Com- 
merce, which failed through lack of 
proper support. 

Mr. Sheridan believes that every city 
or town of any considerable size will 
benefit much by the organization of a 
credit bureau. 
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IR-O-PEDIC sales are quick transactions, be- 
cause Air-O-Pedic comfort is instantaneous. 
The moment a customer rests on the heel and sole 
of this remarkable shoe—she’s sold. Its nine 
selling points only clinch the sale and the 


profit. 


This successful shoe is the result of 
many months of testing research. 
No shoe, even at double the price 
can improve on Air-O-Pedics 

in fit and comfort. 


They retail from 
$7 to $8. 





In - Stock White Eve Cloth Oxford in both 
Cuban and low heels. The most 
remarkable shoes for nurses. 


SO styles’ carried 
AA-EEE 2%%-9. Send for catalog. 


S. UNUSUAL ROOM FOR THE CUBOID 
1. A shoe that fits more feet correctly than La peer ser pd ee balance between 


any other shoe on the market. 

sal aa 6. ANKLE HUGGING PATTERNS—non- 
2. AIRO HEEL REST—An inbuilt shock ; ; afer 
absorber (patent pending). This exclusive "a at the sides—non-slipping at the 


comfort feature is immediately appreciated ONS 

by the wearer. 7. SPECIALLY CONSTRUCTED STEEL 
3, AID-O-PEDIC SNUG-FITTING ARCH. SHANKS— (tested to 300 pounds). 
holding instep in such a manner that bones, WH 8. NON-BINDING VAMP and THROAT 
ligaments and muscles function properly. LINE. 

4, GENTLE SUPPORT for the METATAR- 9. GOODYEAR WELTS — SMARTLY 
SAL ARCH—innersole is formed at the STYLED to fully meet to-day’s demand for 
ball to the natural contours of the foot. comfort and fashionable appearance. 


AIR - O - PEDIC SHOE COMPANY 


612 Atlantic Ave., Boston, Mass. 


—— 


om BStem BH ATIR-OsPEDICS 
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Feldman to Open Branch 


WesT PALM BEACH, FLA. (UTPS)— 
Bernie Feldman, manager of Butler’s 
Boot Shops, Inc., of this city, an- 
nounces the opening of a branch store 
in the Venetian Building in Miami. 

Butler’s Shoe Store was opened in 
the Fagan Arcade about two years ago, 
and last winter a Palm Beach store 
was operated under the name of 
Wright’s Bootery. The latter store 
was located on Main Street, near the 
Royal Poinciana Hotel. 


Ohio Valley to Have 
Arbitration Board 


COLUMBUS, OHIO (UTPS)—The 
Columbus Trade Relations Committee, 
sponsored by Columbus and central 
Ohio members of the Ohio Valley Re- 
tail Shoe Dealers’ Association, the Ohio 
Retail Furniture Dealers’ Association, 
the Ohio Retail Clothiers’ and Furnish- 
ers’ Association, and the Ohio Retail 
Dry Goods Association, is being organ- 
ized to act as a permanent board of 
arbitration to adjust disputes and mis- 
understandings among retailers and 
wholesalers. The plan of organization 
is modeled after that of similar com- 
mittees at Seattle, Wash., and Denver, 
Colo. 

A number of preliminary meetings 
have been held, and much interest is 
centered in the movement which has 
for its basic principle that matter of 
ethical business. The plan is to dis- 
courage and prevent, if possible, any 
retailers from purchasing at wholesale 
any merchandise that he does not in- 
tend to restock for sale. In other 
words, to prevent retailers from buy- 
ing at wholesale merchandise intended 
for their individual use. The practice 
of buying at wholesale has grown to 
large proportions, and it is believed 
that it should be stopped for the bene- 
fit of all retail business. 

George H. Bricker, secretary of the 
Ohio Valley Retail Furniture Dealers’ 
Association, is chairman, and C. E. 
Dittmer, secretary of the Ohio Valley 
Retail Shoe Dealers’ Association, is 
secretary of the permanent organiza- 
tion. The Columbus Manufacturers’ 
and Jobbers’ Association is actively 
behind the organization. 


Whites and Reptiles 
Moving in Houston 


Houston, TEx.—White kid is mak- 
ing a fine. early start in the better 
class shoes according to Jake Minchen, 
manager of the shoe solon of Dollahite- 
Levy Company. Reptiles are yet the 
leaders by far. Minchen finds that 
reptiles or shoes with any reptile trim 
are in high favor, while suedes are 
good. Black kid sales are good with 
black patent sales very slow. Sales 
for colored kids are fair. 

Nineteen eighths heels are the most 
popular with this shop. Front straps 
are likewise leading, with cut-out pat- 
terns next. The tendency is constantly 
toward a more and more pointed toe. 
The present demand is for the modified 
toe, with no demand for the round toe. 

There is one constant demand from 
customers of this shoe solon, namely: 





Picturing the Shoe in the Window 


There are some types of shoes which 
lend themselves to unusual types of 
window dressing. Here is a.case in 
point—the Senorita Sandell of Shu- 
Stiles, Inc. of St. Louis. It is really 
the name, in this case, which suggested 


the trim—two cut-out figures of 
Spanish senoritas with their mantillas, 
posed as though dancing. It follows 
out the modern theory of having spe- 
cialty windows for specialty shoes, thus 
adding greater emphasis. 








“We want thinner soles.” Minchen 
finds that customers are pleased with 
the thinnest of soles. 

Shoes with bags to match are pop- 
ular with this retailer, while the sales 
trend shows a fine increase over last 
year in number of sales, and the trend 
is likewise toward higher priced shoes 
with each purchase. 


Senack Shoe Co. Taken 


Over by “Consolidated” | 


| cities in the Middle West and South, 


Joe Sensenbrenner Becomes Director 
of Latter Co. 


New York, N. Y.—Consolidated Re- | 


tail Stores, Inc., has acquired the busi- 
ness, good will and assets, subject to the 
liabilities of Senack Shoe Company as 


of Feb. 1, 1928, the beginning of its | 
fiscal year, according to an announce- | 
ment by Leopold Ackerman, president | 


of Consolidated. The acquired corpo- 
ration operates a chain of twenty-five 
shoe and hosiery departments and two 
shoe stores, with an aggregate annual 
sales volume in excess of $2,500,000. 
Mr. Ackerman states that earnings of 
the Senack Shoe Company in 1927 were 
approximately $95,000 after Federal 
taxes and that sales and profits for the 
first few months of 1928 have shown an 
increase over the same period last year. 

Twelve of the departments heretofore 
operated by the Senack Shoe Company 
are located in specialty and department 
store subsidiaries of the Consolidated 
Retail Stores’ group. “The board of 
directors of Consolidated Retail Stores, 
Inc.,” said Mr. Ackerman, “feels that 
the acquisition will permit of closer 
supervision of these departments. 
While the Senack business in the past 
has been conducted on a sound basis 
and has shown profits satisfactory to 
its management, opportunity is now 
presented for a closer cooperation be- 
tween the management of the Consoli- 
dated and its units and that of the shoe 
and hosiery business. Certain of the 
Senack departments in our own stores 
will be enlarged and in other instances 
changes in location of certain depart- 








ments will be made possible. By these 
means benefits should accrue to all de- 
partments concerned. 

“The two major operating executives 
of the Senack business have entered 
into contracts with Consolidated to con- 
tinue their management of the shoe 
and hosiery branches of the business. 
The former president of Senack, Joe 
Sensenbrenner, will become a director 
of Consolidated Retails Stores, Inc.” 

Consolidated Retail Stores, Inc., op- 
erates a chain of nineteen modern 
women’s apparel stores located in eleven 


all of which are 100 per cent owned 
through subsidiaries. In addition, the 
company owns a 50 per cent or greater 
interest in each of two other stores. 
The stores owned are located in St. 
Louis (3) and Kansas City (2), Mo., 
Washington, D. C., Louisville, Ky. (3), 
St. Paul, Minn., San Antonio (3), Wi- 
chita Falls and Dallas, Tex., Columbus, 
Ohio, Oklahoma City, Okla. (2), and 
Topeka, Kan. Among the units are 
“Sonnenfeld’s” in St. Louis, Mo., “Berk- 
son Brothers” in Kansas City, Mo., 
“The Vogue” in San Antonio, Tex., and 
“Husch Brothers” in St. Paul, Minn. 
Since Dec. 31, 1927, all of the capital 
stocks of Besten & Langen, Inc., op- 
erating the leading women’s specialty 
store in Louisville, Ky., and of Brad- 
ford-Husch Company, of Columbus, 
Ohio, have been acquired. A subsidiary 
operates the millinery departments in 
sixty-nine specialty and department 
stores (including twelve of the com- 
pany’s stores) located in fifty-four 
cities. 


Mamet with Crawford 


COLUMBUS, OHIO (UPTS) — Max 
Mamet, formerly of Columbus, who 
received considerable experience in the 
retail business with the Union and 
Dunn-Taft shoe departments, and later 
as proprietor of the Shu-Mart Co., in 
Charleston, W. Va., dealers in men’s 
shoes, has closed out his business and 
is now located with the Crawford Boot- 
ery, North High Street, Columbus. 
J. J. Kaltenbrun is proprietor of the 
Crawford Bootery. 
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Aa 
We May Want 
You as Partner 


FEW YEARS AGO a young clerk in a department 
store heard a conversation Dison his manager and 
a traveling salesman. 

They were talking about the J. C. Penney Company 
and the ——— it offered experienced young men 
to attain financial independence through co-partnership. 
“That's the place for a young fellow—the Penney stores,” 
the traveling man said. 

The clerk was interested. He wrote to us, then came 
to see us. He left a good job to come with us. We 
— nothing except a salary that would a his 
amily in comfort and a chance to assume responsibility 
as fast as his shoulders broadened. Starting, like all our 
men, as a retail salesman, he developed rapidly and was 
made a store manager. First one of our smaller stores, 
then a larger one. 

His income moved up—up—up. (For every manager 
ol a J. C. Penney pee nef store is a part Owner = the 

usiness. Without financial investment, he has a substan- ‘“ : 
tial share in the profits of his store and an opportunity When I Dress F or The P arty 
to share in the profits of our entire niet chain of 
department stores—as well as a good salary.) 


Today this man and his family have not only every- 


ss INSIST that the heels of my dainty slippers are 
tipped with I. T. S. Super-Quality. Shoes are so 


thing they could desire in worldly goods but a position in evidence these days. I’m always sure of neat, trim 
of genuine leadership in the community. appearance as well as the best wear and greatest comfort 


r c c 


This man is one of hundreds who have established when my shoes have rubber heels of I. T. S. Super- 


themselves for life by coming with us and sharing in the Ouality 
prosperity they help to create. —!7" 
Today the opportunity is still greater—because our The shoe I’m wearing tonight has wood spike heels, and 
a of oo men to — for managership the extra thin, stiff cured I. T. S. French heel sets them 
and co-partnership is growing so fast. Six months ago, : , = eel aa heael wine. 
885 stores; now 954, Last year’s sales, $151,954,620, all off eg s " ee roe “ a . -? a 
on a cash basis. | that’s why the shop or shoemaker that sells I. I. 5. g¢ 
We invite confidential correspondence with the most 
resolute young retail salesmen and managers in the 
United States. Age, from 25 to 35; education, high school . GUARANTEE - 
or equivalent; retail selling experience in men’s wear, dry- (Satisfactory Wear or a New Pair) 
goods or shoes absolutely essential. Address our nearest office, 
give your age and experience, and ask for our new booklet, The I. T. S. Co., Elyria, Ohio 


“Your Next Ten Years.” 


The J. C. PENNEY Co. Es yuper-Quality 


> 


my patronage—every time. 





330 West 34th St. Russ Bldg. 1010 Pine St. America’s Best Vitting, 


New York City SanFrancisco,Calif. St. Louis, Mo. RUBBER HEELS 


Room 1502-K Room 1324 Room 1049-K 
Have Your Heels Straightened—Your Shoes Will Wear Longer 
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Wm. J. Walsh Heads 
Massachusetts Ass’n 


William J. Walsh, 
proprietor of the 
Waish Arch Pre- 
server Shops of 
this city, was elect- 
ed president of .the 
Massachusetts Re- 
tail Shoe Mer- 
chants’ Associa- 
tion at its recently 
held semi - annual 
meeting. Other 
officers elected 
were: First vice- 
president, Harold 
F. McNeil, Boston; 
second vice-president, C. J. Tetreau, 
Lawrence; secretary-treasurer, Henry 
E. Hagan, Boston. Directors: Thomas 
§. Childs, Holyoke; C. L. Mahoney, 
Lawrence; Henry Spencer, Boston, 
B. H. Bluestein, Boston; William C. 
Goodwin, Fitchburg; Eldred M. Peter- 
son, Boston; I. H. Morse, Lowell; W. H. 
Fletcher, Boston; Harold F. McNeil, 
Boston; L. C. Haynes, Springfield, 
Mass; Bert Sheehan, Worcester; I. B. 
Howe, Boston; Daniel F. Sullivan, Fall 
River; H. E. Hagan, Boston; Fred W. 
Small, Boston. 

President A. H. Geuting stated that 
he was very much opposed to “set” 
prices or to the policy of the retail 
shoe merchant who feels that he must 
always see to it that he has a shoe 
to sell at $5 or $6 or $7. President 
Geuting said that he has been having 
good results from pricing his shoes on 
the basis of what his merchandise costs 
him, plus a profit, and that he has no 
“set” prices in his stores. On a recent 
Saturday he sold fourteen pairs of 
men’s all hand-made, bench-built shoes 
at $25.the pair. He has found that 
there are many people who- have the 
money to pay for what they want. For 
instance, he said that he had purchased 
three suits of clothes at $145 a suit 
because he likes custom-made apparel, 
and that he has found that there are 
a number of folks to whom a few ex- 
tra dollars make no difference if they 
get what they want, footwear-wise or 
“otherwise.” 

The meeting was first a “Jim Stone 
night” and, second, a trade affair. 
President Sullivan presented to the 
new manager of the N. S. R. A. a 
magnificent traveling bag. 


Wm. J. Walsh 


New Popular Price Store 


CINCINNATI, OHI0O—The Cinderella 
Slipper Shoppe which opened recently 
at 1213 Vine Street, is carrying a com- 
plete line of women’s novelties at 
$3.85 to $4.85. The shop is one of the 
prettiest in the city, with chairs, show 
cases and other equipment carried out 
in blue. A large curtain is drawn in 
the rear of the store showing a stage 
and life-size French dolls. Fitting 
mirrors are set at a 45 degree angle 
in the shelves and one corner of the 
store is equipped with lounges, cigar- 
ettes and stands. Martin Gordon, 
formerly connected with his father in 
the department store business, is 
proprietor. 





New Zak Bros. Store 


CLEVELAND, OHIO (UTPS) — The 
Zak Brothers Company recently estab- 
lished a store at East 55th Street and 
‘Broadway. This store marks the 21st 
store operated in the Zak Bros. chain 
in greater Cleveland. The company 
features neighborhood locations and a 
popular line of men’s, women’s and 
children’s shoes. 


Retail Trade Is Going 
Strong In Cincinnati 


CINCINNATI, OHIO—The retail shoe 
business has been exceptionally good 
since old Sol started making his daily 
appearance. Sales for the first six 
weeks of the spring season were not 
up to expectations but business picked 
up the latter part of April and mer- 
chants have been very busy since that 
time. Shoe merchants are of the opin- 
ion that more footwear will be sold 
in May and June than has moved in 
any two months since last summer. 
There is an increasing number of calls 
for light colored kid and_ reptile, 
especially python, is gaining in popu- 
larity. Two-color combinations are 
moving well and there is a conserva- 
tive demand for black patent and black 
kid. Fabrics are reported good in 
some stores but are slow in others and 
whites are beginning to move well. 

Two-color elk with fiber sole is very 
popular with the younsters, Mr. Gor- 
don, manager of Potter’s Sub-Deb De- 
partment, reported. Boys’ sport shoes 
with crepe soles and moccasin vamps 
have started moving well and many 
mothers are partial to a patent cut-out 
strap fer the little misses’ from eight 
to twelve. 

There has been a noticeable increase 
in calls for light suedes during the 
past ten days, E. Held, manager of 
the Shillito Shoe Department, reported. 
Green, red and beige kid are all selling 
well and Mr. Held said that a very 
satisfactory amount of business is 
being done on black patent. Some 
reptile is moving and combinations in 
light colors are very good. Baby Louis 
and Cuban heels are most popular, al- 
though quite a few shoes for dress 
purposes are being sold with heels up 
to 21/8. 

Light colored kid is the best seller 
at the new Cinderella Slipper Shoppe, 
Martin Gordon, proprietor, said. Any- 
thing that is a novelty is moving in 
this $3.85 store and the best sellers 
have high heels. 


Tans Strong in Texas 


Houston, Tex. (UTPS)—Jack Hou- 
ston, Florsheim retailer of Houston, 
Tex., reports business as being better 
than this time last year. Houston is 
selling 65 per cent tans and 35 per 
cent blacks. Light weight shoes are 
becoming more popular. Where a 
light weight tan shoe is sold, then 
his salesmen suggest a second pair of 
tan shoes; but as far as possible, this 
dealer is pushing tans with the idea 
of a sale of black coming later. 

Houston sees a marked tendency for 
a more narrow toe in the light weight 
shoes. His sales for sport shoes have 
been surprising for early business. 








C. H. Peterson Dead 


Boston, MAss.— 
Charles H. Peter- 
son, president and 
founder of Jones, 
Peterson & New- 
hall Co., 51 Tem- 
ple Place, this city, 
is dead. He was 
59 years of age. 
The end came sud- 
denly on the morn- 
ing of May 10 at 
his home in New- 
ton, Mass. Mr. 
Peterson was 
stricken with a 
sudden attack of indigestion at the 
store only a few days before his death, 
but rallied and talked to the members 
of his family just before the fatal clot 
of blood settled over his heart. 

Mr. Peterson was born in Duxbury, 
Mass., and attended the public schools 
there as well as in Newton, Mass. He 
had always been connected with the 
retail shoe business—in the old days 
with Jordan Marsh Co. and other 
stores, and later with Thayer McNeil 
Co. In 1903, with Geo. H. Newhall and 
the late Mr. Jones, he started in busi- 
ness for himself, with the mottoes, 
“The Friendly Store” and “Build for 
the Future.” For many years Mr. 
Peterson developed specialties in flexi- 
ble arch shoes, in connection with E. H. 
Bradford, M. D., and Robert Soutter, 
M. D., eminent orthopedic surgeons of 
Boston. 

He was a member of the Masons, 
the Reciprocity Club of Boston, and 
the Methodist Church of Newton. He 
is survived by his widow, Mrs. Emma 
F. Peterson, and two sons, Eldred M. 
Peterson, treasurer, and E. Kenneth 
Peterson, of Hartford, Conn. Several 
of the present sales force of the store 
were with Mr. Peterson when he start- 
ed business, among them being M. M. 
Paradise and Charles Fielding. 

All of the boys in the store and the 
trade of this section will miss Mr. 
Peterson. The personnel of Jones, 
Peterson & Newhall Co. worked together 
closely, like the members of a happy 
family group; and many were the mem- 
bers of the trade and Mr. Peterson’s 
personal friends who often called upon 
him at the store to be “cheered up” by 
his smiles and good counsels. 

The funeral services were held on 
Saturday afternoon at the Methodist 
Episcopal Church, Newton, and the 
store was closed at noon, out of respect 
to its founder. The services were at- 
tended by all of the employees of the 
store and many members of the trade. 
Interment was at Mayflower Cemetery, 
Duxbury, Mass. 


Charles H. Peterson 


Foster Changes Job 


CoLUMBUS, OHIO (UTPS)—Roy 
Foster, who has been connected with 
the retail shoes business in Columbus 
for a dozen years, the last eight as 
manager and buyer of a women’s shoe 
department in a department store, has 
been made manager of the Columbus 
store of Wise Shoes, Inc., which was 
recently opened on South High Street. 
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MESSAGES 


Colorful—Smart—Effective 


RECORDER Window Cards help you to pull in customers 


thereby helping you sell more shoes 


Make your windows as effective as the 
chain stores do theirs. 

Get the group idea or display in your 
trims. This method gets the window- 
shopper’s attention centered upon one or 
more definite styles you wish to concen- 
trate your selling effort upon. The 
RECORDER card service supplies the 
proper “Window Message” for each 
group idea, either style, quality, value, 


RECORDER CARDS are of a differ- 
ent design and color each month; 
—they are more adaptable to the average 
shoe merchant’s needs; 

—they are just the right size to attract 
attention and are easily read six to ten 
feet away; 

—they do not hide the shoes, neither too 


tall nor wide; 
—price tickets each month harmonize 





fitting or seasonal. 








This Is What You Receive————— 


W E looked a long time before we selected the beau- 
tiful polychrome two-toned easels which are a 
part of this service. These bases neatly present the 
cards at proper reading angle. 

Eight cards per month. Shape, design and color differ- 
ent each month, similar to those reproduced above. 


One hundred price tickets to harmonize with the cards 


each month. 
Four (4) Art Easel Bases with store initial, sent with 
first month’s shipment of cards. 


$A .00 


Qa For men’s exclusive shops, special assortment of cards is offered 


RECORDER SHOW CARD DEPT. 


189 W. MADISON STREET CHICAGO, ILLINOIS 


in color with the cards. 


Tear off and Mail This Coupon 


BOOT & SHOE RECORDER 
189 W. Madison St., Chicago 


Please send the RECORDER SHOW CARD “'Sell- 
ing Messages" Service for one year, consisting of 
eight new cards each month, and four polychrome 
art easels with the first month's service, beginning 
with cards for July, for which we will pay $48.00, 
payable $4.00 per month. 


$45.60 per year if paid in advance 


We prefer the (silver) (gold) easels. 


We sell men's, women's, children’s shoes and 
hosiery. 

(Cross out lines not carried.) 
We want the following initials on easels: 


(Not more than two; if hyphenated, 
so indicate.) 


(May 19th issue) 
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Paris 
Guly 20th, 1928 
a df Basie Cup ( hampionship play where, we hope, 
“Big Bill” Calder, will meet and dbus the intrepid 
Trench ace, to recapture the Novis Cup = (2 (. oS and 
where we believe the fous appearance rs the smart shades 
listed below will grace chic cosnwpolitan feet. 


IBSUVSEECesos=I 
: «ie | ag ee 





ee age —— 











Last year LP, Caste and three othes SFeeudionm playing against “Big Bill” Cilden,* Little 
Bill!” Aohnston and Francis Hunter, captured three out of five avis é up features for Srance 
and took he the first time a cup that had not loft our shores for seven years. 


AS marl Fall a Winter Shades in NY (? (Xidskin 


BUY RED. sirctoniterintsininnicitinnonnnncas 
i an 
I SII eccensessinirnnceceritninenaniccsi 
| 
Honey Crystal 0.0... ..No. 
a | 


Serge Blue . 1310 Koko C 
rystal , ae 
coer Sane o_ Marron Crystal ———— = 


French Biege . 901 
Taupe Fox . 92-N | 


Grege . 75-N Nile Crystal NO. 


Lh ¢ - Cs, nat rer Co., C/ne. 


Samples Sent Only CUlpon Request G Room 1702 100 Gold A. /1. fe) ©. 
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WHERE TO BUY 
Men’s Shoes 





60 STYLES IN STOCK 
EMERSON SHOE MFG. CO., Rockland, Mass. 
Write for catelogue today 














HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











SHOE 


ror MEN 
(P) ws crrccann gotten 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN'S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 


Manufacturers of 


MEN’S FINE 

















<\ 


BOSTONIANS 
SHOES FOR MEN 
WHITMAN, MASS. 
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New England Shoe 
and Leather Ass’n 
Names Committees 


New By-Laws Adopted at 


Annual Meeting Held 
May 9 


Boston, Mass.—The adjourned an- 
nual meeting of the New England Shoe 
and Leather Association was held at 
its headquarters, 166 Essex Street, 
Boston, May 9, with President Alfred 
W. Donovan presiding. 

The meeting unanimously voted to 
approve a revised draft of the associa- 
tion’s by-laws, including a reclassifica- 
tion of membership dues and the addi- 
tion of several new standing commit- 
tees. 

The subject of tariff protection on 
leather and footwear, which was 
carried over from the annual meet- 
ing, March 28, was also taken up, 
and after debate the meeting unani- 
mously voted to approve the recom- 
mendation of the 1927 board of di- 
rectors that the association go on rec- 
ord as being in favor of such protec- 
tion. It was admitted by Charles H. 
Jones, and others who took part in the 
discussion, that it would probably not 
be until the Spring of 1930 that any 
definite action may be expected from 
Congress. In the meantime, the mat- 
ter will be referred to the association’s 
tariff committee, to be later appointed, 
for the purpose of arranging a plan 
of cooperation with other organizations 
of the trade interested in the matter. 

President Donovan has appointed the 
following standing committees and 
chairmen of councils for the current 
association year: 


COMMITTEE ON STYLES 

Everett Bradley—Bradley-Goodrich 
Co., Inc., Haverhill, Mass., Chairman. 

Edwin T. Cady—The Griess-Pfleger 
Tanning Co., Boston. 

Major Charles T. Cahill—United 
Shoe Machinery Corporation, Boston. 

Paul O. MacBride—Milford Shoe 
Co., Milford, Mass. 

Burt W. Rankin—Hunt-Rankin 
Leather Co., Boston. 


COMMITTEE ON HIDES AND SKINS 


Col. Harold S. Wonson—W. H. Mc- 
Elwain Co., Manchester, N. H., Chair- 
man. 

Arthur W. Wellington—United States 
Leather Co., Boston. 

Owen C. Howe—Sands 
Boston. 


& Leckie, 


=> 


Robert D. Kenyon—Kenyon Hide 
Company, Boston. 
Henry B. Bryan, 


Walton Co., Boston. 


Jr.—England- 


MEMBERSHIP COMMITTEE 
Horace R. Drinkwater—Edwin Clapp 

| & Son, Inc., East Weymouth, Mass, 
| Chairman. 

Herbert T. Drake—W. L. Douglas 
Shoe Co., Brockton, Mass. 

Charles C. Hoyt—National Fabric & 
Finishing Co., Boston. 

Henry M. Read—Gregory & Read 
Co., Lynn, Mass. 

Harry E. Gardner—American Oak 
| Leather Co., Boston. 


COMMITTEE ON INDUSTRIAL EDUCATION 

James E. Wall—Wall-Streeter Shoe 
Co., North Adams, Mass., Chairman. 

Lloyd J. Thayer—Thayer-Foss (Co., 
Boston. 

Merton R. Alden—Joseph M. 
man Shoe Co., Millis, Mass. 

Elisha W. Cobb—Beggs & Cobb, inc., 
Boston. 

Daniel Tyler, Jr.—Linscott, 
Wilson Co., Boston. 


Her- 


Tyler, 


COMMITTEE ON ARBITRATION 
W. J. Fallon—W. J. Fallon Leather 
Co., Boston, Chairman. 
Julian T. Leonard—Leonard & Bar- 
rows, Inc., Boston. 
James E. Wall—Wall-Streeter 
Co., North Adams, Mass. 


Shoe 


COMMITTEE To COOPERATE WITH NEW 


ENGLAND COUNCIL 

Charles Ault—Ault-Williamson 
Co., Auburn, Me., Chairman. 

J. Franklin McElwain—J. F. McEI- 
wain Co., Boston. 

W. C. Tobin—Endicott-Johnson 
poration, Boston. 

Willis R. Fisher—A. C. Law 
Leather Co., Boston. 

Charles F. Danner—American 
and Leather Co., Boston. 


Shoe 


Cor- 
ence 


Hide 


CHAIRMEN OF COUNCILS 


Sales-Advertising Council—Bi 
L. Wales, N. Arnold Sho« 
North Abington, Mass. 

Credit Council—Albert W. J« 
L. A. Crossett Co., North Abi 
Mass. 

Traffic Council—Carlton R. B 
George E. Keith Co., Brockton, 

Export Council—Lloyd J. T! 
Thayer-Foss Co., Boston. 

Purchasing Agents’ Council—E 
B. Botsford, A. C. Lawrence L 
| Co., Boston, Mass. 
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Pearson with Carton Co. 


BROCKTON, Mass.—Maxwell J. Pear- 
son, Who has been associated with the 
Geo. E. Keith Co. in various depart- 
ments for the past few years in the 
purchasing department, has resigned 
his position to become a director and 
assistant manager of the Packard Car- 
ton Co. of this city. Following the 
death of Fred L. Packard, president 
and treasurer of the concern, the com- 
pany has elected the following board 
of officers: Cedric L. Packard, presi- 
dent and treasurer; Frank E. Packard, 
vice-president, and Mr. Pearson, direc- 
tor, with the other officers. The Packard 
company has two factories, one here 
and another in Rockland. 


At-Once Orders Calling 
For More Light Colors 


CINCINNATI, OHI0O—Shoe manufac- 
turers in this section reported mail 
orders very good from the first of May 
to the present. Although the majority 
of these orders are for fill-in purposes, 
they are sufficiently large for manufac- 
turers to get a good idea of trade de- 
mands for the coming season. There 
is an increasing demand for light 
colored kid and a conservative demand 
for black patent. Whites are being 
bought pretty freely and according to 
one prominent manufacturer, summer 
orders will be about evenly divided be- 
tween whites, black patents and beige 
shades of kid. Sufficient orders are 
coming in for sandals to insure plenty 
activity on them a little later. 

Production has been increased at the 


factories of the Sam B. Wolf Sons | 


Company and they are now running 
at capacity, Sam B. Wolf, Jr., re- 
ported. A nice volume of black patent 
and brown kid orders are being booked 
by the Wolf firm for fall delivery, Mr. 
Wolf said, and a satisfactory amount 
of business is coming in through the 
mail for immediate delivery. 

Orders for fall footwear coming in 
at the Stanley Duttenhofer Shoe Com- 
pany favor maroon calf, beige kid and 
black patent. A large portion of these 
orders call for Cuban and Spanish 
heels and the Duttenhofer people are 
of the opinion that practically all their 
fall business will be done on footwear 
with heels of these heights. 

The in-stock department of the 
Charles Meis Shoe Company has been 
very busy for the past few weeks fill- 
ing mail orders. Red, green and honey 
beige kid, and black patent are draw- 
ing most of this business while some 
fill-in orders are coming in on white 
and suede. 


Chapin & Co. Begin 
Cutting 


NorktH Easton, MAss.—Cutters have 
started work in the factory of the new- 
ly organized Chapin & Co., Inc., and it 
is expected the first finished shoes will 
have been turned out by next week. 
The new concern is occupying the 
former Reynolds, Drake & Gabell Co. 
factory, which has been completely re- 
modeled and modernized and equipped 
With modern machinery. The company 
's making medium grade welts. 
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All in Readiness for 


Brooklyn Style Show | WHERE TO BUY 
| Men’s Shoes 


eileen iat ei i ie tian 


‘Bey 





FRx) HAND TAILORED 
<2” HAND LASTED 


Bion F-REYNOLDs Com. 
BROCKTON MASSE 


WHERE TO BUY 


Men’s & Women’s 
Slippers 





Two Strap Sandal 


Cc, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANRN- 
McMANUS. INC. 
Auburn, Maine 

















Virginia Muncie, who will model 
Strohbeck shoes at the Brooklyn 
Show 


NEw YorK, N. Y.—A corps of car- 
penters, stage hands and electricians 
will be busy this week end, prepar- | 
ing the grand ball room of the Hotel | PARISTYLE FOOTWEAR MFG. CO.. INC 
Commodore for the opening of the Factory and Salesrooms : 


Brooklyn Sh Style Sh Monday, 40-46 West 25th St., New York Ci 
May 2 ee Snow on Moncay> | HiGH GRADE TURN MULES and D'ORSAYS 
1 Satins, Kids, Brocades and Fancy Patterns 


A modernistic stage setting has been 
provided and the mannikins will make GERAD per Com, and ep 
their entrance from a huge treasure ba 9 | 
. ° - on 
chest or jewel box. Seating arrange- request 


ments for visiting and invited buyers 
will be in the form of an amphitheater 
covering the entire floor space of the 
large ball room. 

Shoes produced by 41 members of 
the Shoe Manufacturers Board of WHERE TO BUY 
Trade and Associated Manufacturers P 
will be shown twice daily on the run- Store Fixtures 
way, Monday and Tuesday and once on | 
Wednesday in conjunction with the | 
banquet and entertainment which will 
close the three day affair. New styles 
will be exhibited by all manufacturers GOOD WINDOW 
and while there has been the utmost FIXTURES 
secrecy in the factories regarding the . 5 pi 
type of shoes to be shown, it is under- — 
stood that some radically new, but de- C. L. GOODWIN & CO 
cidedly wearable models have been oe ee ree 
produced. 
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WHERE TO BUY 
Shoe Price Ticket Holders 


eel 









ye VA 
For Shoe ice ckets 

TILTS AT ANY ANGLE 
Small, neat, everlasting. Now used by 
first class shoe stores. Gross $5. Half 
= a er S. with trial order. 

fund sa ic % 

M. D- POLLINGER co. 

416 Victoria Blidg., St. Louis, Mo. 
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WHERE TO BUY 
Ballet Slippers 


eh 








BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Bi02 Bik. Kid Hand Turn 
Soft Toe 






Child’s 6 to ti—$1.35 
Misses ti te 2— 1.40 
Women’s 2'% to 8—1.45 
Also Hard Toes 
SCH WARTS ¢ } i F =. 
falists in alle anufa 
Sat No. 11th St., Philadelphia, Pa. 














BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 

No. 600 Black Kid..1.45 1.40 1.35 
No. 604 White Kid..1.75 1.70 1.65 
Ceast Prices Slightly Higher 


BROOKS SHOE 


MFG. CO. 

Philedelphia— 
1725 No. 6th 8t. 

Los Angeles—1162 So. Hill 6t. 







IN 
STOCK 








Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane 5&t., 
New York, N. Y. 














umit 
Rights and Lefts 
Two Grades 


Wos. Miss. (Chi. 
$1.50 $1.45 $1.40 







1.35 1.30 1.25 oulswie 
In Stock “SMITH 


325 West Monroe Chicago, Ill. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 
STOCK 





Send 
° ly attended to 
ROTH & ROSENBERG SHOE CO. 











124 N. 3rd St., Philadelphia 





Specialty Houses Now In 
Competition With Volume 


LYNN, Mass.—The new competition 
between specialty factories, which 
produce shoes that are different, and 
the volume production factories which 
get out standardized novelties, is a new 
and interesting feature of the shoe 
trade here. Richard F. Bach of the 
Museum of Fine Arts, accelerated this 
new competition when he made his ad- 
dress in New York calling attention 


‘to the common shopping habits of 


women who seek shoes of original de- 
sign and excellent craftsmanship. 

A Lynn designer is now in Paris, 
choosing new models for shoes, and he 
will be back in time for the making 
of new samples for the Boston market 
in July. A Lynn shoe expert will soon 
go to Europe to make a study of the 
methods of custom makers of fine 
styles as well as of volume production 
factories. Both of these instances 
have their bearing on the new move- 
ment toward more art in footwear, 
such as was discussed by Mr. Bach. 

Styles for the moment are made up 
largely of repeats or adaptations of 
those already accepted for summer. 
Patents continue to hold their strong 
position, yet satins are gaining. Buy- 
ers desire white shoes that are white 
all over. The colors, like red and blue, 
and a few other hues, are used for 
whole shoes and not for trimmings on 
white shoes. Production of blue shoes 
is larger than was expected, and it 
is predicted that the blues will run into 
the fall. The same may be said of 
the jungle styles, or those made of 
reptile skins. Art fabrics and straw 
cloth should be added to the list. Pat- 
terns show no important changes, for 
many shoemakers use patterns on 
hand, and new materials, to produce 
new summer styles. So the pattern 
shops are quiet. 


Eaton to Make Mark 
Shoes 


BROCKTON, Mass.—The Charles A. 
Eaton Shoe Co. of this city has signed 
an agreement with the Louis Mark 
Shoe Co. of Philadelphia whereby it 
will manufacture shoes for the Mark 
chain of stores in New Jersey and 
Pennsylvania. The Mark company has 
been manufacturing its own footwear 
in a Chicago factory, but has decided 
to discontinue the work. Machinery 
and other equipment will be moved to 
Brockton, according to the contract, 
and work will be started on the line 
in a few weeks. Anticipating the 
change, the Mark company had manu- 
factured a good supply of shoes, and 
all of its stores now are well supplied 
during the absence of production. The 
Mark line of footwear retails from 
$6 up. 


Boston Offices Moved 


Boston, Mass.—The Marlborough 
Shoe Co. and Lyons & Hershenson an- 
nounce the removal of their Boston city 
offices to the Statler Building in Park 
Square. Their room number is 529 








New Selby Directors 


PoRTSMOUTH, OHIO (UTPS)—At g 
meeting of the stockholders of the 
Selby Shoe Co., held at the company’s 
office May 8, H. K. Ferguson and W. R. 
Daley were elected directors to fill the 
vacancies caused by the resignation of 
Pearl E. Selby and Mark W. Selby, two 
sons of the late founder of the com. 
pany, George Selby. Mr. Ferguson ig 
at the head of the Ferguson Construe. 
tion Co., and Mr. Daley is attorney for 
Otis & Co., Cleveland brokers, which 
is handling the recent issue of stock, 
Other directors chosen at the meeting 
were Roger A. and Homer C. Selby, 
Charles J. Thauck, L. M. Doty, and 
W. B. Altsman. 

The directors will meet soon to select 
officers for the coming year. 



















New Imitation Suede 
Introduced on Market 


NEw YorK, N. Y.—A new shoe ma- 
terial, a fabric imitation of suéde, will 
be introduced by some manufacturers 
at the Brooklyn Style Show next week. 
The new material, known as Chammet, 
is a French product and has been in 
use in France for several years with 
good results, it is claimed. The finish 
of the fabric is an excellent imitation 
of suéde and leather colorings, as well 












as shades not seen in leather, are read- Wor 
ily supplied. The price is much below cam 
that of suéde leather, and being a Spa 





fabric, the new material cuts more 
advantageously than leather. The ma- 
terial is heavy and needs no backing. 
It is also claimed that it is water- 
proof and easily cleaned. 










The sole American distributor of A 
this fabric is the Chammet Fabric of 
Division of the Package Products Com- shar 
pany, 131 Duane Street, New York. Gill- 
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Creighton Plant Sold the 
‘ : busi: 
Business to Continue § prov 
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LYNN, Mass.—Albert M. Creighton, 
well known shoe manufacturer, an- 
nounces that he has sold his factory 
on Broad Street and that the business 
built up under his name will be con- 
tinued at some other location by a new 



















corporation. No present announce- 
ment concerning the new corporation 
or the new location is forthcoming. Bi 
The factory has been taken over by out 
the Consolidated Lamp Company of busi 
Danvers. is m 
of ¢ 
Bost 
i this 
Factory on Full Time wor 
wi 
HAVERHILL, Mass.—The _ Bradley- ann 
Goodrich Co., Inc., makers of womens shoy 
high-grade turn footwear, is one of the ber 
most active units in the local industry emp 
at present. The firm is booked up sev- ber 
eral weeks in advance and is featuring Bos' 





the popular snakes, reptiles, and liz 
ards, also the brilliant kid leather, 
notably red, green, and blue. Many 
new combination effects have been cre 
ated. The local plant is one of the fer 
operating on full time. 
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sharp incr 
Gill-Fisher Oe CO Te 
a day, almost double the output for 
many months. Arthur Fisher, a mem- 
ber of the firm, has just returned from 
an eight weeks’ business trip through 
the Eastern States, where he found 
business conditions considerably im- 
proved. The company makes a medium 
grade of shoe. 


George E. Keith Co. to 
Make Turns in Brockton 


BRocKTON, Mass.—Further carrying 
out its policy to concentrate all its 
business here, the Geo. E. Keith Co. 
is making good progress on the removal 
of equipment and machinery from its 
Boston plant to its No. 3 factory in 
this city, where all the women’s turn 
work, which has been done in Boston, 
will be turned out here. The company 
announces it expects when the new 
shop is under full swing quite a num- 
ber of additional hands will be given 
employment in addition to a large num- 
ber of the specialized workmen in the 
Boston plant, who plan to move to this 
city. When the change is effected three 
factories here then will be devoted to 
the manufacture of women’s shoes, 
which now constitute a very good por- 
tion of the company’s business. 


acture Srung v y 2 : 
ceptionally active. New business is 
coming in at a moderate pace, with 
much dickering as to prices. Buyers 
are asking makers to figure closely, and 
are taking out a punch or two here or 
an extra row of stitching there in or- 
der to cut costs. 

Men’s sport shoes are moving fast; 
there are many of the dark brown and 
light elk combinations, as well as black 
and white. A wide variety of sport 
soles is noted. 

In women’s lines, one of the leading 
wholesalers reports that patent leather 
is selling to the extent of 85 per cent; 
that sandal types are going fairly well; 
that prints in higher prices are selling 
|much better than the same type of 
shoes made to distribute at lower 
prices; that “lively” colors are still 
selling to the South; that popular 
priced beige kid shoes are active. 

As to children’s lines, many new 
numbers for Fall are noted in the rich 
Spanish brown shades; simulated os- 
jtrich and reptiles have also been in- 
troduced into the new shoes for the 
little folks, with browns predominat- 
ing. There are cut-out oxfords and 
fancy straps; heels on some of the 
| misses’ numbers are as high as 12/8; 
patent leathers in straps and oxfords 
continue as popular children’s footwear 
numbers. 


ers 


MAISON MANN, INC. 
formerly 
BAUER & MANN 
3 West 29th St., New York 


TriFarR!i & De ALTERIIS 


Importers and Manufacturers 
oj 
CUT STEEL BEADED 
RHINESTONE 
SHOE ORNAMENTS 


101-103 West 37th Street, 
New York City 


<—VEITH—_— 
CUT STEEL— 
IMITATION STEEL 
| BEADED 
SHOE BUCKLES 
T A. & H. VEITH, INC. 


—Importers— ca 


9-11 East 38th, New York 


DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 





HERE TO BUY 
Standard Shoe Materials 


ot 8 os eT 


The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 


est Virginia 


The high reputation of its users 
is significant of its merit. 
Pulp Product Department 
West Virginia Pulp ® Papec Company 
troit New York 


awovvas, siesiUulac- 
turers are doing heavy sampling on the 
Fall and Winter lines, and limited 
amounts of business have been received 
for future delivery. The interest in the 
new season’s merchandise is not ex- 
pected to germinate into the form of 
orders, however, until another month. 
Samples are being made on patterns 
not greatly different from those of 
other years. The varied strap effects 
hold first place without challenge; 
pumps will be strong, and gore and 
oxford numbers follow in line. Fall 
colors, notably the rich browns, are 
being freely sampled in kid, calf, and 
suéde. 


STS Pa 


Bally, Inc., to Produce 
Only in Switzerland 


New York, N. Y.—Owing to the ex- 
piration of a lease and inability to re- 
new it, Bally, Inc., William and South 
Jane Streets, Long Island City, will 
cease manufacturing in this country. 
Manufacturing will be concentrated in 
Switzerland and the American com- 
pany will continue to import shoes made 
in Switzerland. The show and sales- 
rooms in the Salmon Tower Building, 11 
West Forty-second Street, is to be main- 
tained under the direction of Messrs. 
Chauvet & Barbey. 





be one 
held in 
will take 


speaking of the National Ju 
Fair, Leo Chanin, managing di 
said: “This is the first time in 
York City that manufacturers and ",- 
tailers have been given an organize 
opportunity to display their wares t 
this most responsive audience. Accord- 
ing to statistics from the Marriage 
License Bureau there are 
couples in Greater New York planni 
to be married at this time. The aver- 
age couple starting married life plan 
on spending at least $2,000 for hom« 
clothing, furniture, food products, 
travel, luggage and so on. It is esti 
mated that these buyers furnish a 
potential market of $250,000,000. It is 
to these June brides in particular, and 
other brides in general, that this fair 
is dedicated.” 


Burrows Men Leave 
| with New Lunes 


ROCHESTER, N. Y.—Salesmen repre- 
senting the Burrows Shoe Company, o! 
Rochester, N. Y., are now in their terri- 


tories with complete new lines for late 
summer and early fall selling. The 
Burrows sales organization in 
such well-known salesmen as W 
Kolkebeck, Jack Castle, Bert S 
and Jack Weil. 
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LIZARDS 


(Heyl’s Imported Lizard Kid) 


IN STOCK 


ERE you'll always find fashion’s ap- 
proved leathers in the newest modes for 
immediate selling. Original creations of style 
and beauty at prices which enable you to reach 


the market of greatest volume. 


No. 3088—Gray lizard kid, modified If it's New— 

toe, 19/8 Spanish heel, high grade ; 

turn Saks has it 
$5.00 

No. 3089—As above in beige lizard 


ss $5.00 M. J. SAKS SHOE CORP. 


A, 4 to 8 
B, ; to : 144 Duane Street New York City 
4 ° 
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NO, WILLIAM! SHOE ORNAMENTS 


Indian Print Cloth Bow. 











SADDENING AGENTS are not those eggs who pull door bells \ No. 851. 
out by the roots and thus ruin the good wife’s entire day. Bright Leather Trim. For use on 
either Indian Print or Patent 

In the Shoe and Leather Lexicon SADDENING AGENTS are Leather Pumps. 

defined: ‘‘Addition of substances during dyeing to produce duller \/ &S 

shades.” Per Dozen Pair $5.40 
Just one of the hundreds of bits of information in this 

valuable book which a smart salesman can casually slip to the . A ye Let us ship you 1 Dozen Pair of 

customer—increasing the latter’s confidence in his ability to \ —— New Bows for your se- 

x : ‘ . 


sell the right shoes. 
This Sales-Meking Tome “a ‘\ RHINESTONE BUCKLES, 
Costs Only Fifty Cents Wwe CLASPS, SLIDES, HEELS. 
(Cash with orders, please) 
Boot end Shee Recorder Publishing Company “LINCOLN STORE er Lu, 
oF ES eee: Oe NOVELTY SHOE FINDINGS 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum charge 75c. 
7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 










































SALESMEN WANTED 





SALESMEN WANTED 





HELP WANTED 











Salesmen Wanted 


in profitable territories by old- 
established manufacturer of fine 
line of popular priced IN STOCK 
Stitchdowns and Welts. Exclu- 
sive territories or side lines. In- 
terviews arranged in East, South 
or Middle West. Address D-472, 
care Boot and Shoe Recorder, 
239 W. 39th St., New York City, 
N.Y. 








STITCHDOWN SHOE 
FACTORY 


in East desires to develop States of 
Mississippi, Louisiana, Kentucky, 
Kansas, Nebraska, Minnesota, 
North and South Dakota, Wis- 
consin, Western New York State 
and Virginia. Straight Commis- 
sion basis. D-486, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











SALESMAN WANTED:—We have an open- 

ing in several states for a side-line salesman, 
carrying our line consisting of a general line 
of shoe novelties and spats. Applicants must 
submit references with their first letter. A 
dress D-409, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WE have several Middle Western States open 

for a real salesman to sell High Grade 
Misses’ and Children’s Welts. This line is 
interesting oaly to the better class dealers, and 
requires a high grade salesman. An attractive 
commission proposition. No objection to non- 
conflicting lines. Apply to CLEYBORN SHOE 
COMPANY, Millersburg, Pa. 





ANTED—Experienced salesmen in States 
west of Pennsylvania, to carry as side line, 
medium grade Children’s and Misses’ genuine 
Goodyear Welts. State experience and territory 
desired in first letter. Address D-482, care 
oo and Shoe Recorder, 207 South St., Boston, 
ass. ; 





ALESMEN for New York, New Jersey, 

Pennsylvania, Ohio, Indiana and Illinois to 
sell a manufacturer’s line of women’s Goodyear 
welts, shoes. In-stock proposition. Commission 
seven per cent. This is an excellent opportunity 
for the energetic worker. Address D-501, care 
Boot ani Shoe Recorder, 207 South St., 
Boston, Mass, 


Salesmen Wanted 
The CURTIS & JONES CO., 


manufacturers of Misses and Chil- 
dren’s shoes, have now added a line 
of WOMEN’S McKAY ARCH 
SUPPORT to their product, to 
retail for FIVE DOLLARS. 

We have several territories open 
and are looking for young ener- 
getic men who are willing to work 
and have a following among the 
chain and large retail stores. 

In making application state ter- 
ritory covered, salary expected, 
lines represented. All correspond- 
ence held confidential. 


CURTIS & JONES CO. 


Reading, Penna. 








For Texas, Oklahoma, Missis- 
sippi, Louisiana, Georgia, Ala- 
bama, Illinois, Missouri, Kansas 
and other desirable territories to 
carry as side line the fastest short 
line of In-Stock Styled Correc- 
tive McKay Arch Shoes priced at 
$2.85 and $3.85. Straight com- 
mission basis. Good opportunity 
for big earnings. Address 


Corrective Shoe Company 
14th & Washington Ave. 
St. Louis, Missouri 











XPERIENCED Shoe Salesman for the retail 
Island and 
Connecticut. Address D-490, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 


trade for New York, Long 





ALESMEN WANTED to represent New 
York distributor of men’s popular priced 
dress shoes in Pennsylvania, North and South 
In stock proposition. 
Commission basis. May be carried a§ side line. 
Address 1D-493, care Boot and Shoe Recorder. 


Carolina and Virginia. 


207 South St., Boston, Mass. 





* 
Information for Shoe Merchants 
The advertising pages of the Boot and Shoe 
Recorder stitute an almost inexhaustible source 
o@f information as to where and what to buy 
They are worthy of your closest attention, 

















Factory Executive 


An internationally known manu- 
facturer of Rubber Products re- 
quires the services of an experi- 
enced Footwear man. An excep- 
tionally fine future is assured a 
man who is fully competent to 
superintend the Designing, Devel- 
opment, and Production of high 
grade Rubber and Canvas Foot- 
wear. 


Please give age, brief personal and 
business history and state quali- 
fications for this position in letter 
addressed to D-498, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 











A STYLE DIRECTOR AND 
SHOE BUYER 


Wanted for a Women’s Retail 
Chain 
We want a man (or woman) 
who has experience, good judg- 
ment and a style sense for de- 
signing, copying and adapting 
new models. The salary will be 
adequate, the opportunity un- 
limited. State all details of ex- 
perience. Also salary desired. 
Address D-497, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 

















POSITION WANTED 


HOE BUYER, MANAGER, SALESMAN 

sixteen years thorough experience lesires 
connection with reliable individual, department 
or chain store. Manufacturers line. Good style 
man. Get results. Good references. Age 34. 
Married. Address D-485, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago 


OSITION WANTED — Buyer-Manager—ten 

years’ experience in shoes. Am a _ go-etter 
and show results. Harold Steagald, 210° Lin 
den Ave., Nashville, Tenn. 


OUNG MAN, 28, single, ambitious. Seven 

years’ experience in selling, buying, also 
window dressing, desires position. Five years 
with present employer. Good references. Ad- 
dress D-491, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 


OSITION WANTED: 

















As manager or 4s 


sistant manager of retail store. Seven vears 
retail experience. Ace 29, well educated. 
Married. Will travel or consider any shoe 


proposition with future. Address D-495, care 
Boot and Shoe Recorder, 207 Sout St., 
Boston, Mass. 
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POSITION WANTED WANTED TO PURCHASE MERCHANT NEEDS 


























SITION WANTED: Have had ten years’ 
experience in ladies’ popular and high priced To Be Sure Tuat You Recetve Advertising Air Balloons 
. Past five years as manager o epart- Al 
sort doing $150,000 yearly. Capable of han: THE VERY HIGHEST PRICES Size No. 50—S%” Inflated 
dling successfully the buying and executive end for your retail odds and ends, entire or $4.00 per gross Quantities 5 gross 
of any shoe store or department. Can furnish surplus stocks, ask us for our bid (estab- Send us your Check or more 
best of reference from former employer. Ad- lished 40 years). Cash transactions. and your Ad Assorted Colors 


D-494, care Boot and Shoe Recorder, 207 , , 
ow 4 St., Boston, Mass. New York Export Purcuasine Corp. W. B. POLIS ARVERTISING 


596 Broadway, N. Y. City 159 No. State St., Chicago, Il. 


























—— 


BUYING SERVICE : p S 
HIGHEST CASH PRICES CUSHION TIRE 


A ase = 
— PAID ee: “Gee ERS 
for shoe stocks, slow sellers, etc. Short term iz4 A ___ l 3 


A Hi h Grade leases taken over. Transactions confidential. 
g Est. 1890. Insure perfect 


SHOE SERVICE 420 Gana Se NE? FERS cae shelf service tor {df 


Dock 0352. : any line of mer- 
We can offer to a few more POLOOOD chandise. Beep treed 
shoe departments an excep- Steps, properly spaced, 


: ; : - with convenient full 
tional buying service covering length handholds on both 


sides of ladder permit 
the New York and Boston aounting jn pa mn 


markets. with ease. Both hands 


2 
free to remove or : 
For details consult MR. MIT- replace stock without : Sg 
CHELL MARKS, Merchandise nee 6 tee sagt 
and Research Bureau, 455 Seventh Trolley and Truck p 


: i J Wheels eliminate noise and prevent vibra- 
Avenue, New York City, N.Y. tion. Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
emeteeees | finished—any height ceiling. 


L BK = L o, iiidieaaie housands in use. 
ircu 
LINE WANTED A request. = ™ AEMVEN one 
(PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
The DISTINCTIVE arid 
ALESMAN with ability and ambition desires PERMANENT MA RK 


connection for Greater New York. Refer- 
ences. Address D-479, care Boot and Shoe Re- 


corder, 239 W. 39th St., New York, N. Y. a | | K ¢ U = E 
. . C 3 


A™ in position to take over line of men’s 
and | 4 


oys’, or infants’ and children’s shoes Ww EAVI N G oO. 


in Greater New York and suburbs. Large 
acquaintance. Will devote full time. Address 2% 


tc THeo- — ‘ 
D-496, care Boot and Shoe Recorder, 239 W. 9 WwW S44" ST. NYS 
39th St., New York City, N. Y. Phone WISCONSIN BI130 WINDOW 


IDISPLAY FIXTURES 


— SEGALL é SONS 


FOR SALE , - 923 ARCH ST. 
R SALE: A shoe store in a town of fifteen PHILADELPHIA, PA. 


| . 
thousand; one hundred miles from New } 
York City, Pennsylvania State. High and , | ARE BUSINESS GETTERS 
medium om —s oo - oy rr} 4 ' 

account of death in family. anted to be so py aeten -: . . l FO 

before June Ist. Five thousand dollars cash, : ' vel : As? SEND R CATAIOG 
balance arranged. Apply D-500, care Boot and & ey 

Shoe Recorder, 207 South St., Boston, Mass. 




























































































Wa YTED—SHOE LINE FOR GEORGIA. 
EXCELLENT REFERENCE. RUFUS 
GARDNER, MACON, GEORGIA. 





























OR SALE: Shoe store, two years old, best . , 
location in city of 33,000, eastern Indiana. - Milb d 
Ill health cause of selling. Priced for quick 5 ra t 
sale $3,500. Address D-499, care Boot and 


Shoe Recorder; 207 South St., Boston, Mass. as L 
: adders 


i Made for 40 years 
by the original in- 
} ventors. 
Made in all styles 
to suit any shelving 
condition. 


| @et our price before 
placing your order 


Cad 
‘’ 
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FOR LEASE 





R! CHMOND, VIRGINIA — LATEST 
DUPONT CITY—POPULATION 200,300 
—PAYROLL $43,000,000.00. Leads South in 
banking, industries and transportation. Ideal 
for shoes. Situated heart best retail shopping 
. DIMENSIONS—About 23’ by 130’. 
tains basement, three floors. POSSES. 
SION—Just few months. LENGTH OF 
LEASE—Depending on financial responsibility Milbradt 
eg | Manufactring Ce 
increased taxes. , >—Unoccupi j 7 
space should bring at least $5,000 yearly, thus an acturing ° 


pred reducing the rent. ingee plat — WE DORS-ASTORIA : 2416 No. 10th Street 
information sent on request. rite Box | 

D-492, care Boot and Shoe Recorder, 207 South |! } ST. LOUIS, MO. 
*t., Boston, Mass 
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“The Carton that opens in the 
front.” Beautiful colors. Any 
size, shipped knocked down. 





See the Shoe Carton Which 
You Will Eventually Use 


At the Style Show 


HOTEL COMMODORE 
ROOM No. 1610—E. C. KLINE, 


Representative in Charge. 
Request Further Information or 
Samples from 


CAHILL CARTON COMPANY 


Forster and Cowden Sts. 
HARRISBURG, PENNA. 


HARRISBURG. PA 


Artistic and Plain Cahill Car. 
tons for Shoes, Slippers of 
every description and rubber 
footwear. Prices that effect 
savings to the entire shoe 
industry. 














MERCHANT NEEDS 





— a 


Ta OSCAR ONKEN Co. 


Display Fixtures of Quality 
IN WOOD ONLY, BUT IN MANY PERIODS 4 


Your Winvbow Trims 


ON KE 


—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
of your merchandise for 
the coming year. 


—It might be a good business move to look 
into your present equipment and see if a new 
set is not advisable. 





We catalog complete sets for Shoes, Women’s 
, Clothing, ae in price 
$25.00 to $85.00 per set, with which 
effective results can d as illustrated 
= for immediate shipment and season's 
ng. 
Of interest te the Display Man 
ASK FOR SpEcIAL Book B-11 
- SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 
x the Two Best Lines Made 


NNATI, QO. 











Peirce Chosen Director 
to Represent Shoe Men 


PROVIDENCE, R. I. (UTPS)—George 
E. Peirce, Jr., of the Thomas F. Peirce 
& Son shoe store, has been elected to 
the board of directors of the Better 
Business Bureau of Providence. Mr. 
Peirce, whose election took place at the 
annual meeting of the association, held 
at the Providence Biltmore Hotel on 
May 2, will succeed Roy S. Whitmore 
as a representative of the retail shoe 
merchants on the board of directors 
for the coming year. 




















Boston Salesmen 
Elect Officers 


Boston, Mass.— 
The Boston Retail! 
Shoe Salesmen’s 
Association recent- 
ly held its annual 
meeting and 
elected H. U. Kir- 
win, retail shoe 
salesman at Henry 
H. Tuttle Co.’s ex- 
clusive shoe store, 
as its president for 
1928 - 1929. Mr. 
Kirwin is one of 
the charter mem- 
bers of this organi- 
zation and has 
served in various 
executive offices. 
He plans to make a drive for member- 
ship during the summer, so as to begin 
the first meeting of the fall season with 
a fine attendance. 

Other officers elected were: Vice- 
President, Charles H. Reynolds of J. L. 
Esart Co.; secretary, Robert W. Daley 
(reelected for the sixteenth time) of 
Daley-Williams Co., and treasurer, Rob- 
ert F. Wright of Jordan, Marsh & Co. 
Executive Committee: H. E. Currier, 
salesman at the Tremont Street Walk- 
Over Shop; Raymond Jordan, of 
Chauncy Street Walsh’s Arch Pre- 
server Shop; John P. Wyman, Jr., of 
E. W. Burt & Co., Inc.; Fred Sehwab 
of Henry H. Tuttle Co.; Benjamin An- 
drews of the Shepard Stores, and Geo. 
F. Rowe. A most interesting talk on 
“Advertising” was given by Ralph B. 
Dibble of the R. B. Dibble Advertising 
Co., in which he explained the different 
kinds of advertising; he divided adver- 
tising into two classes—educational ad- 
vertising and sales advertising; he 
talked on merchandising, and said that 
it was important that the salesman 
should carefully study consumer shoe 
demand. 


Roy Dilley Moved 


CLEVELAND, OHIO (UTPS) — Roy 
Dilley was recently appointed manager 
of the A B C store at 11704 Detroit 
Avenue, Lakewood, Ohio. The store 
opened in April under temporary man- 
agership. Mr. Dilley was formerly 
manager of the 25th Street store 
operated by the same company. They 
feature popular priced shoes. 


H. U. KIRWIN, 


President, Boston Re- 
tail Shoe Salesmen’s 
Association. 

















*STaBLismeED Sed 


LABEL 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


S708 Caniong 
Ye3 27) LEXINGTON AVE... BRODKLY™. av 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MPCS 





Henne-Kahler, Newest 
of Shoe Firm Mergers 


NEw YorK, N. Y.—Announcement is 
made of the merger of the Kahler Shoe 
Co., Inc., and William Henne & Co. 
and subsidiary firms of both companies, 
under the name of Henne-Kahler Shoe 
Co. The merged company will manv- 
facture and retail corrective shoes and 
will operate 44 retail stores, 14 of 
which are owned outright. 

Both the Dr. Kahler shoes and the 
Physical Culture shoes, the latter man- 
ufactured by the Henne company, have 
been established on the market for 
years. 

In connection with the merger, some 
new financing is expected, probably in 
the form of a public offering of par- 
ticipating Class A stock of the new 
company. 


A Correction 


In our issue of May 12, a report from 
St. Paul, Minn., stated that John W. 
Thomas & Company and Husch Bros. 
of that city had introduced the “Pedi- 
mode” line of footwear in their stores. 
This was an error, as the Pedimode line 
is handled by neither store. The line 
handled by these stores is the “Parl 
mode.” 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM i One hour a week 
+++ keeps your rec- 
ords complete. 


Every sale and 
purchase re- 


corded. 


Visible daily turn 
over and sales 
report. 


$550 


West of Denver $6.00 
Canada and Foreign Countries $6.50 
postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today; it will 
prove an inval- 
uable aid in keep- 
ing you accurately 
informed from 
day to day. 


WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boor anp SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


Six Best SELLING WEEKS AHEAD... 
Stop Sacrifice and Slaughter 
Sales. 


Weatherwise 


WHAT THE WELL DRESSED MAN 
WILL WEAR 
In June, July and August. 


Clothes and Shoes 


Sort Couors IN FABRICS FOR AU- 


TUMN ..cccce ° 
Primaries to Give Depth and 
Richness. 


By Eugene Peirce 


GUIDE TO COLOR SELECTION Recorder Feature 


Dress and Shoe Colors Harmon- 
ized. 


BOOT AND SHOE RECORDER 


THE VOICE OF THE RECORDER 


Wuy SHOES COME BACK 
A Scientific Analysis. 


O. P. I. (OTHER PEOPLES’ IDEAS) ... 
TWISTED CUBES IN THE WINDOW ... 


WHo’s WHO ON THE Roap. 
News of the Travelers. 


SHOE MERCHANTS NEWS 


SHOE MARKET NEWS 


Opinions of the Editor 
By L. H. Grinstead 
By Harry R. Terhune 


Modern Display .. 
By Helen M. Haney 


About Retailers .. 


Among Manufacturers 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
207 SOUTH STREET, BOSTON, MAss. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 





ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 
HucH M. BowEn F'AHRENDORF 


A. C. PEARSON P. M. 
CHARLES H. FuRBER R. L. SBWARD 


OwEN A. THOMAS 








SUBSCRIPTION RATES 


The subscription price of the Boot anp SHom ReoorpeR is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 

FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 

All subscriptions are payable in advance. Single copies 25 cents. 





A request for change of address must reach us at least thirty days before the date of tesue 
with which tt is to take effect. Duplicate copies cannot be sent to replace those undelivered 
through fatlure to send advance notice With your new address be sure also to send us 
the old one, inclosing tf possible your address label from a recent copy. 





Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y. under the act of 
March 3. 1879. ~ 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 
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BOOTS AND SHOES 


Air Mail Shoe Co., Cincinnati, Ohio..... 3 
Air-0-Pedic Shoe Co., Boston, Mass...... 9 
Alden, Walker & Wilde, 

mouth, Mass 
Bancroft-Walker Co., Boston, 
Bally, Inc., New York City 
Best-Ever Slipper Co., Inc., Brooklyn, N 
Bliss & Perry Co., Newburyport, Mass 
Blog Shoe Co., New York City 
Brooks Shoe Mfg. Co., Philadelphia, Pa... .104 
Burrows Shoe Co., Rochester, N. Y.. 


Capezio, New York City 
Central Shoe Co., St. Louis, Mo 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. ool 


Cohen, Samuel, Shoe Co., Boston... 105 
Colt, Cromwell Co., New York City _ 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 


Conrad Shoe Co., Brockton, Mass.... 
Coon, W. B., Co., Rochester, N. Y... 


Daniels & Taylor Co., Derry, N. H. 46447 


Devine & Yungel Shoe Mfg. Co., Harris- 
burg, Pa 


Duane Shoe Co., New York City......73, 105 
Dunn & McCarthy, Inc., Auburn, N. Y.... 74 


Edwards, J., & Co., Philadelphia... .4th Cover 
Elam, F. 8., Shoe Co., Rochester, N. Y....106 
Emerson Shoe Mfg. Co., Rockland, Mass...102 
Evans, L. B., Sons Co., Wakefield, Mass.. 82 
Excelsior Shoe Co., Portsmouth, Ohio . & 


Fashion Shoe Co., St. Louis, Mo 
Fiebrich-Fox-Hilker Shoe Co., Racine, Wis. 23 
Ford, C. P., & Co., Rochester, N. Y....... 76 


Greely, A. W., & Co., Haverhill, Mass.... 80 
Gilbert Shoe Co., Thiensville, Wis........ 38 
Golo Slipper Co., New York City........ 7 


Halpern, Louis, Shoe Co., Boston, Mass....105 
Hamilton-Brown Shoe Co., St. Louis, Mo.. 16 
Hill, Howard W., Co., Beverly, Mass...... & 
Holland Shoe Co., Holland, Mich......... & 


Johansen Bros. Shoe Co., St. Louis, Mo.. 13 
Krippendorf-Dittmann Co., Cincinnati, 0.. 50 
Lilly, Henry, New York City.... ve M2 


Marion Shoe Co., Marion, Ind 

Menihan Co., The, Rochester, N. 
Merchants Shoe Co., Boston, Mass... 
Merriam, H. W., Shoe Co., Newton, \. J.. % 
Minor, P. W., & Son, Inc., Batavia, \. ¥. 4 
— Hermann, McManus, Inc., AvUr, 





Essex 


Evans, 


Goodye 


Harris- 


73, 105 
i Mesael ae 


cinnati, 


4th Cover 
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Our Advertisers in this Issue 


Nettleton, A. E., Co., Syracuse, N. Y 


Packard, M. A., Co., Brockton, Mass 


Paristyle Footwear Mfg. Co., Inc., New 
York Ci 


Peck Shoe Co., Worcester, Mass 


103 


Richards & Brennan Co., Randolph, Mass. .102 
= & Rosenberg Shoe Co., Philadelphia, _ 


Saks, M. J., Shoe Corp., New York City. .10 
Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shoe Co., Faribault, Minn.... 
Shaw, M. T., Co., Coldwater, Mich 

Smith, Wm. Sumner, Chicago, IIl 
Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., Inc., South seneennanes 


Swan Shoe Co., Baltimore, Md 
Sweet, Alfred J., Co., Auburn, Me 


Teeple Shoe Co., Waupun, Wis 
Truitt Bros., Inc., Binghamton, N. Y 


United States Rubber Co., New York City. 92 
United States Shoe Co., Cincinnati, Ohio 
Front Cover, 4, 5, 15, 39 


Wright, E. T., & Co., Ince., eee: 
DE, ctxeeeseeoessovscenseceeesouesed 84-85 


Xenia Shoe Mfg. Co., Xenia, O 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Phila., Pa 


American Hide & Leather Co., Boston, - 


Armstrong Cork, Co., Lancaster, Pa 


Barbour Welting Co., Boston, Mass 
Beggs & Cobb Co., Boston 
Brown, C. D., Co., Inc., Rochester, N. Y... 69 


Creese & Cook Co., Boston 
Dimond Kid Co., Boston, Mass..... 2nd Cover 


Essex Rubber Co., Trenton, N. J 
Evans, John R., Co., Camden, N. J 


Goodyear Tire & Rubber Co., Akron, O.. 


Hub Gore Makerts, Inc., Chelsea, Mass 
Hubschman, E., & Sons, Inc., Phila., Pa... 


L T. 8. Co., Elyria, Ohio 


Levor, G., & Co., Gloversville, N. Y 
Lima Cord Sole & Heel Co., Lima, O 


New Castle Leather Co., New York City. ..101 
Ohio Leather Co., Girard, Ohio 

Package Products Co., New York City.... 
Quaker City Morocco Co., Phila., Pa 


Respro, Inc., Providence, R. I 
heoping, Fred, Leather Co., Fond du Lac, i 





Stanger, New York City 
Standard Kid Co., Boston, Mass 
Surpass Leather Co., New York City 


United States Leather Co., New York City..18-19 
United States Rubber Co., New York City...36-37 


West Virginia Pulp and Paper Co., New 
York City 10 


SHOE ORNAMENTS 


Frirfari & De Alteriis, New York City... .105 


= Slipper Supply Co., New bower 


Maison Mann, Inc., New York City 


Veith, A. & H., Inc., New York City 


FINDINGS AND SHOE STORE SUPPLIES 


Cahill Carton Co., Harrisburg, Pa 
Follis, W. E., Adv. Service, Chicago, Ill...1 
Goodwin, C. L., & Co., Worcester, Mass. ..103 


Linco!n Store Supplies Co., St. Louis, Mo. .107 
Lyons Hose Protector Co., Omaha, Neb... 78 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y.110 
Meyers, F. E., & Bro. Co., Ashland, Ohio. .109 
Milbradt Mfg. Co., St. Louis, Mo 


Onken, Oscar, Co., Cincinnati, Ohio 
Pollinger, M. D., Co., St. Louis, Mo 


Scholl Mfg. Co., Chicago, Ill. .42, 72, 76, 82, 107 


Segall & Sons, Philadelphia, Pa 


Vulcan Proofing Co., Brooklyn, N. Y 


enemas LASTS, ares SUPPLIES 
RESSINGS, ETC. 


Beckwith Co., The, Boston 

Fenkart & Sons, Inc., Union City, N. J...10 
Kluge Weaving Co., New York City 

Tubular Rivet & Stud Co., Boston, Mass... 40 


United Shoe Mach. Corp., Boston, Mass.34, 114 
United Fast Color Eyelet Co., Boston, Mass. 33 
United Last Co., Boston, Mass 


MISCELLANEOUS 


Bellevue-Stratford, Phila., 
Boston Shoe & Leather Fair 
Glauberg, Max, New York City 
Hotel Martinque, New York City 


New York Export Purchasing Corp., New 
York City 109 


Penney, J. C., Co., New York City 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 





HE REcORDER spotlight will 

penetrate the style market of 
New York next week, when the high 
style runway shows its advance mod- 
els, and every sample room will have 
concealed those clever creations, 
hopeful of popularity, in some mer- 
chant’s store next fall. We expect 
to find some new thoughts in pat- 
terns and materials, and to illustrate 
some new uses for fine, fashionable 
footwear, as developed in our con- 
tracts with manufacturers, design- 
ers and key merchants next week. 
In these busy days the merchant 
wants the facts of fashion briefly 
and clearly interpreted. 


OTHING but continuous effort 
keeps goods sold—flying 
stunts in advertising or merchandis- 
ing methods flash up but also out. 
No one push ever made a machine 
go on forever, but every little tap 
keeps the wheel turning, provided 
you keep on tapping. Which is even 
more true about advertising. So we 
use this issue to unfold to thousands 
of merchants a way to develop a 
tremendous asset through continu- 
ous contact with the public. To try 
to “knock their eyes out” in one 
showing is “the bunk.” Please ’em 
and tease ’em day by day, week by 
week, month by month—always. 
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Cushion Heel makes the heel 
LIGHT, the edges TIGHT without 
cement, the tread FLAT, and 
allows the nails to be counter- 
sunk out of sight. 
THE 


MODERN 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 














